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Illinois Director 
Restates Concern 
Over Rate Levels 


Comments On Anomaly 
Of Bad Experience 
And Current Filings 


Continuing, if not increasing concern 
with the adequacy of rate levels in the 
fire and casualty business was ex- 
pressed by Director Joseph S. Gerber of 
Illinois in his talk before the Insurance 
Group of Union League Club of Chi- 
cago last week. 

Insurer solvency has been a pre- 
occupation of Mr. Gerber for some 
time. His interest in the problem was 
most strongly reflected in the report of 
his subcommittee on rating laws and 
rate regulation at the June meeting of 
NAIC in Philadelphia. In his talk this 
time he offered some of the back- 
ground that causes him to insist that, 
in all plans for changes in rate regu- 
lation, attention be paid to the ade- 
quacy of rates and to provisions for 
seeing to the financial well-being of 
the companies. 


Overflow Crowd On Hand 


An overflow crowd of nearly 150 
heard Mr. Gerber’s talk. Walter G. 
Dithmer, midwest regional manager 
Insurance Information Institute, chair- 
man of the Insurance Group, intro- 
duced the speaker. 

Insurance regulation is not an easy 
task, Mr. Gerber declared. In the past 
five or six years there have been nu- 
merous filings for rate changes, for 

(CONTINUED ON PAGE 27) 


McNerney Report Finding: 





Private Insurers Have 
Advantage Over 
Blue Cross In Rating 


Blue Cross and Blue Shield in Mich- 
igan are at a disadvantage, according 
to a report of the University of Mich- 
igan research team under Prof. W. J. 
McNerney, in that the underwriting 
practices of private companies skims 
off the best risks. 

Dr. McNerney’s report, which sum- 
marizes a three-year study, states that 
“unless steps are taken to counteract 
this effect, the Blue plans face the 
prospect of a spiraling rate structure 
and the loss of the more desirable por- 
tions of their enrollment.” 

The report states that the shifting 
of certain business over the past five 
years from Blue Cross-Blue Shield to 
private companies resulted from dif- 
ferences in determining premium rates. 
The private companies, it is stated, 
based their rates on previous use of 
hospital and medical care by persons 
in similar occupation or age groups, so 
that groups having the lowest rate of 
usage pay the lowest rates. Blue Cross- 
Blue Shield, on the other hand, use 
a “community” rating system with the 
same rates for all persons, spreading 
the cost over a larger cross-section of 
population. 

It is suggested in the McNerney re- 
port that the advantage enjoyed by the 
private companies when they rate 
groups individually could be elimi- 
nated by outlawing the extreme forms 
of the experience rating and by setting 
up statutory requirements that insur- 
ers use some form of assigned risk 
pool to accept lower than average risks 
on the same basis as is used for auto- 
mobile and workmen’s compensation. 





Proposal For Federal Regulation Stirs 
Up Scant Attention In The Business 


By ROBERT B. MITCHELL 


The snowball-in-hell chance of oust- 
ing the states from jurisdiction over 
interstate insurance business seems to 
be keeping insurance people from 
giving more than passing heed to the 
latest proposal for substituting federal 
supervision of insurance for the state 
variety. To the extent that there is 
any reaction at all in the insurance 
business, it appears to be mild curiosity 
at anyone’s bothering to make a pro- 
posal so foredoomed to frustration. 


The proposal, included as a recom- 
mendation in the recently published 
report of the commission on money 
and credit of Committee for Economic 
Development, is to make federal char- 
ters—and thereby federal regula- 
tion—optionally available to insurance 


companies. The recommendation is far’ 


from being a major project of the 
commission. It seems to be more in the 
nature of including all major classes of 
lending institutions in the commis- 
sion’s broad objective of removing 
barriers to making loans over a wider 
geographical area. This is much more 
of a problem among other classes of 


institutional lenders than for life com- 
panies. 

The commission specifically recom- 
mends that federal charters be made 
available to mutual savings banks, and 
the recommendation of federal char- 
ters for insurance companies seems to 
be an outgrowth of this and of the 
commission’s attitude embodied in 
another recommendation, to the ef- 
fect that restrictions on financial’ in- 
stitutions “which prevent or impede 
lending over a wider geographical area 
than at present should be liberalized 
and that state laws restricting inter- 
state lending on sale and lease backs 
and mortgages be eased to encourage 
the free flow of funds.” 

Investment Oriented 

The federal insurance charter pro- 
posal is entirely investment-oriented. 
Nothing is said about any other aspect 
of insurance regulation, although pre- 
sumably all the other aspects would 
also be transferred to federal jurisdic- 
tion if the idea became reality. There 
is no mention of the formidable stra- 
tegic strength of the states in battling 


to save their traditional regulatory 
(CONTINUED ON PAGE 27) 


United Pacific Also 
Reaches Accord In 
Cal. Agent Suit 


The four bureau companies that are 
negotiating a settlement with the Cal- 
ifornia agents who were suing them 
for an alleged conspiracy in reducing 
automobile commissions, have been 
joined by one of the two remaining 
defendants, United Pacific. The only 
company so far that has not come to 
an understanding with the agents is 
Fireman’s Fund, and that company 
made a strong effort to settle the suit 
last year but was rebuffed when the 
agents said the terms were not to their 
liking. 

The bureau companies involved are 
Aetna Casualty, Royal, Travelers and 
Great American. They agreed last 
month to settle. The agents were suing 
the companies, but the companies, in- 
cluding United Pacific and Fireman’s 
Fund, had a countersuit under way. 


Recognizes Individual Negotiation 


The agreement with the bureau 
companies and United Pacific, signed 
and filed in federal court, recognizes 
the right of individual negotiation of 
commissions and prohibits collabora- 
tion between companies in fixing com- 
mission rates to agents. For the agents, 
who sued under the title California 
League of Independent Producers, this 
is the all important point which they 
set out to accomplish, according to 
Joseph L. Alioto, who acted as at- 
torney for CLIP. He has stated that 
he is negotiating a similar settlement 
with Fireman’s Fund and anticipates 
an agreement shortly. 

The settlement as signed does not 
involve monetary damages. Even 
though the settlement was announced 
about a month ago, action was with- 
held until all members of CLIP were 
offered the opportunity to pursue liti- 
gation on their own. The agents were 
questioned by mail as to their desire, 
with a June 30 deadline. The agree- 
ment was officially signed July 20. 
The original lawsuit was filed in fed- 
eral court at San Francisco in Decem- 
ber, 1958. There were seven defend- 
ants at that time, but one of them, 
Pacific Indemnity, reached a settle- 
ment with the agents in 1960. 


North America Has 
Plan To Add New 
Men In Agencies 


Will Help Recruit, Screen, 
Train, And Finance Young 


Salesmen For N. A. Producers 


NEW YORK—A new program to 
provide for assistance to agents in the 
recruiting, screening, selection, train- 
ing, and financing of new personnel 
specializing in the production of per- 
sonal lines business was announced at 
a press luncheon here by Bradford 
Smith Jr., president of North Ameri- 
ca. Called “INA Agency Builder,” the 
plan has been designed to encourage 
the growth and expansion of the agen- 
cy system. 

The company has budgeted $100,- 
000 for the program for the remainder 
of the year, Mr. Smith said, but if 
requests for assistance warrant it, the 
company will be glad to spend double 
that amount. The plan is available to 
any agency representing the company 
—on a “first come, first serve” basis. 


Final Decision Is Agent’s 


Under the program the group’s per- 
sonnel development department will 
assist agents in recruiting and screen- 
ing potential salesmen, putting North 
America’s extensive facilities to work 
for the agent, Frank G. Harrington Jr. 
marketing secretary, reported. The 
company also will make recommen- 
dations as to final selection of the re- 
cruit. But the decision to hire is en- 
tirely in the hands of the agent. The 
new salesmen are employes of the 
agent and not of North America. 

After selection, North America will 
assist in training the new salesman for 
state license examinations. It will pro- 
vide and administer a personal lines 
correspondence course supervised by 
company representatives. Company 
personnel will assist in sales training. 
However, supervision and direction is 
the responsibility of the agent. 

North America will reimburse each 

(CONTINUED ON PAGE 29) 





Members and 
officers of Chicago 
Board of Under- 
writers at the 
board’s annual golf 
outing at St. An- 
drews Country 
Club: From left, 
Herman Bartholo- 
may Jr., Bartholo- 
may & Clarkson, 
president; George 
J. Nicoud, execu- 
tive manager Illi- 
nois Assn. of In- 
surance Agents; 
Nels Ulseth, Bron- 
son-Dennehy - 
Ulseth; Sanford 
Lederer, Stewart, 





Keator, Kessberger & Lederer; Lawrence R. Fisher, Rockwood Co., Frank Miley, 
Alexander & Co., and Eugene F. Gallagher, board manager. The outing drew an 


attendance of more than 300, a record. 
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Motel Package Seen W[easuring Attitudes Of Underage. 
As Host To Losses \jale Drivers For Rating Purposes 


By Claims Experts 


Moral Risk One Factor; 

Casualty Covers Viewed 

As Trigger For Losses 
By JOHN N. COSGROVE 


Claims men who are removed from 
the front line of “modern” competitive 
methods, are somewhat dubious about 
forthcoming results from the motel 
packages. One of them notes that 
when the coverages were sold sep- 
arately, his company could not keep 
enough claims men on the scene to 
take care of casualty losses. He can’t 
see how a “wrapper” is going to cure 
this. 

Most comments on this package re- 
flect more opinion than fact. Taking a 
number of coverages, some of them 
demonstrably unprofitable, and wrap- 
ping them up at 20% or 25% discount 
may be the highroad to underwriting 
success or a detour to a dead end. 
No one can say as yet, because the 
package has not built up sufficient ex- 
perience. 

However, one company which has 
written the package for some time at 
a 15% discount, knows from experi- 
ence that it could not apply a 25% 
concession even to its seasoned book of 
business and make money. That is 
fact, not opinion. 


Moral Hazard 


Some astute commentators have 
noted that motel risks may lend them- 
selves to exploitation by the wrong 
people. This is in line with moves by 
shady interests which view motels as 
attractive “investment” outlets. An 
added element of moral risk was re- 
cently pinpointed in Business Week: 
Motels may be springing up faster 
than they are needed, with the pos- 
sibility that some will languish for 
lack of business. 

One of the claims men’s anticipated 
fears centers on the aggravations and 
difficulties of motel loss settlements. 
Patrons of motels are “here today and 
gone tomorrow.” Witnesses, who are 
in transit, may be miles away before 
statements can be taken. Reconstruc- 
tion of events can be an expensive 

(CONTINUED ON PAGE 26) 


American Life Makes 
Offer For Stonewall 


Directors of Stonewall of Mobile are 
recommending to stockholders accep- 
tance of an offer by American Life of 
Birmingham to buy the company for 
approximately $1.3 million. 

The life company is offering $65 a 
share for Stonewall stock. The company 
has outstanding 20,000 shares on which 
the recent price has been between $52 
and $53. 

Stonewall is licensed to write fire and 
casualty lines in 13 states. Chartered in 
1866, it is the oldest company of its type 
in Alabama. Its assets at the end of 1960 
were $1,469,000. Premiums written last 
year were $408,000 and policyholders 
surplus was $1,048,000. 

American Life was founded in 1931 
and has assets exceeding $40 million. 
The home office is in Birmingham and 
executive offices are in Dallas. Troy V. 
Post is president. 





By Dr. CHARLES F. HANER 


In the Aug. 13, 1960, issue of THE 
NATIONAL UNDERWRITER, results of the 
first nine months of a program of 
psychological evaluation of youthful 
drivers by Farmers Mutual Re of 
Grinnell, Ia., were described. The pro- 
gram has now been in operation for 
about two years (22 months) and the 
present article describes the results to 
date. 

The program grew out of the belief 
of officers of Farmers Mutual Re that 
it was unfair to lump all youthful 
male drivers in a single premium cat- 
egory. They believed that many youths 
are mature, considerate drivers and 
deserve the same rates as their parents 
while others are not mature, respon- 
sible drivers and justifiably deserve 
the rate accorded them. It was as- 
sumed that driving behavior is related 
to the attitudes of the driver and that 
these attitudes can be measured with 
reasonable accuracy. Thus the assump- 
tion is made that the majority of ac- 
cidents result indirectly from the at- 
titudes of the driver rather than from 
lack of technical skill, limited sensory 
acuity, poor motor coordination, slow 
reaction time, etc. 

At the time the program began, 
there were no tests or inventories 
specifically developed for the assess- 
ment of attitudes which might be re- 
lated to driving responsibility. Various 
investigators had applied existing per- 


sonality tests in efforts to distinguish 
between groups of accident and acci- 
dent-free drivers, with varied success 
and highly inconsistent results. The 
tests used had been developed for dif- 
ferent purposes and were designed for 
quite different populations and so 
were deemed inappropriate for the 
present purpose. 


Reflection Of Attitudes 

The author developed a_ psycholo- 
gical inventory (or test), a personal 
history form and forms for reference 
data. These were all specifically de- 
signed to measure or reflect attitudes. 
Only the inventory is described in this 
paper. The personal history form now 
is used as a screening application. For 
purely practical reasons, references 
have been eliminated. A subsequent 
article will present results of the use 
of the personal history form and re- 
sults obtained by the joint use of the 
inventory and personal history form. 

It is important to note that the pop- 
ulation involved here is very homo- 
geneous, which almost precludes the 
use of some demographic and personal 
history data which are quite widely 
used in insurance rating. Our popula- 
tion consists of males under 25, most 
from small towns or rural areas, most 
of acommon socio-economic group and 
representing only one race. Few are 
married and almost none are service 
veterans. At time of contact most 
were still in school and had had no 





IN THE BEST 
TRADITION 


In the past few years, great 
changes have taken place in in- 


surance procedures which have 
profoundly affected the conduct 
of your business. We at Leslie H. 
Cook have dealt with these 
changes on a day-to-day basis, de- 
veloped workable techniques to 
help you prosper and grow. We 





like to call it creative selling... 


“in the best tradition.’” 
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work experience. Some had not even 


had any driving experience. In some 


cases we are literally attempting to © 


predict the subsequent driving exper- 
ience of boys of 14 and 15 who are 
not even eligible for drivers’ licenses 
when they are evaluated. 

This homogeneity helps in that most 
inventory and personal history ques- 
tions are applicable to all. But it also 
makes prediction much more difficult 
because of the non-applicability of 
many items (sex, age, marital status, 





work experience, etc.). It makes pre- | 


diction especially difficult, 


however, | 


due to the restriction of range of qual- | 
ity of insured. We believe that, were 


(CONTINUED ON PAGE 23) 


St. Paul F. & M. Has 
New Policy For 


Electronic Equipment 

St. Paul F.&M. is filing a special pol- 
icy designed to insure electronic data 
processing equipment, reproduction 
cost of magnetic tape and the expense 
of assembling information, and the ex- 
tra expenses necessary to return to a 
normal operation after a loss occurs. 

The St. Paul “News,” St. Paul 
F.&M.’s company newspaper, announc- 
ing the new policy, states that the idea 
for it arose with the fire at the Penta- 
gon about three years ago that cost 
millions of dollars worth of electronic 
data processing machinery and hun- 
dreds of rolls of magnetic tape. The 
cost of replacing the machinery and 
reassembling the tapes was staggering. 
The company set up a committee to 
study the market and profit possibil- 
ities of insurance against such loss. 

W. G. Smith, assistant secretary of 
the marketing department, and Ed- 
ward Feffer, research, found that by 
1968 American industry would be us- 
ing some 995 large computers, about 
7,795 medium computers and 43,000 
small computers. 


Strain Offered Post 
At CPCU Headquarters 


It is reported that Robert W. Strain, 
member of the Texas board of insur- 
ance, has been offered and is consid- 
ering the post of executive director of 
National Society of CPCU. Mr Strain, 
it is understood, has reported to Gov. 
Daniel his negotiations with the CPCU 
organization. Mr. Strain, who is a 
Ph.D., also is a CPCU and a CLU. 





Gains For Fidelity General 


The midyear statement of Fidelity 
General of Chicago shows significant 
gains in assets and surplus. In the six 
months from Dec. 31, 1960, to June 30, 
1961, assets increased $855,282 to $3,- 
343,204. Net surplus as of June 30 
showed a_ gain of $225,000, now 
amounting to $497,987, while capital 
at $604,065 is $255,399 more than at 
Dec. 31. Surplus to policyholders at 
June 30 amounted to $1,102,052. 

Unearned premium reserve at mid- 
year was $1,137,718 and the loss re- 
serve $1,063,984. 


General Adjustment Bureau has re- 
ported nearly 14,000 claims totaling 
more than $4 million as a result of the 
hail and windstorm March 27 at 
Shreveport, La. 
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Losses, Lower Rates, Competition 


Multiply Problems In The Business 


Several company executives were 
asked to comment on current trends 
and problems in the business and to in- 
dicate what they think lies ahead. Here 
are additional answers: 

The official of one company is con- 
vinced that the loss ratio of 60 is here to 
stay and that any insurer that can make 
that good a mark for its over-all oper- 
ations in any one year will have done as 
well as it can do and probably better 
than average. His is a “smaller” com- 
pany. This means that the management 
has to reduce its expense ratio by care- 
ful operation and by adding volume in 
selected areas. This it is doing. 

In one instance, the company was able 
to strengthen its volume and its position 
in a territory by taking over a book of 
business another company decided to 
dispose of because its volume was too 
small there to justify the expense of 
properly serving it. There are likely to 
be more arrangements of this kind made 
by smaller insurers that have the same 
problem—but in different territories. 


Difference Is Vital 


By adding $400,000 or so of volume in 
one state, the company has reduced its 
expense ratio one or two points. In these 
items, one or two points constitutes an 
achievement. Two or three points might 
make the difference of survival. 

This executive is convinced that there 
is a future for the smaller company, 
even in the tough times today and ahead 
— if it watches its Ps and Qs, if its staff 
works hard, intelligently, and above all 
as a team, and if its personnel stays 
close to producers and insured. In fact, 
he points out, a very distinct advantage 
that the smaller company has is that the 
top talent in the smaller insurer can de- 
vote close personal attention to produc- 
ers and their problems (and to insured 
and their problems) which it is not 


practical for executives in large insur- 
ers to do. 
Kk * * 


Generally speaking, I am not too op- 
tomistic about our industry as a whole. 
I am very much afraid that too many of 
us want to do business as usual. Our 
business is changing so rapidly that it 
is necessary for us to adjust to changing 
markets and business conditions. This 
has always been true to a degree, but 
the rate of change is increasing. Those 
who refuse to recognize this fact and in- 
sist upon doing business as usual will 
not long survive. However much we 
might like to, it is impossible for us to 
return to the good old days. 


Small Company Future 

I am far more optimistic about our 
company than I am about the industry 
in general. At first glance this would 
appear to be a strange statement, for 
most people seem to think that the posi- 
tion of a small company is a difficult 
one. I do not deny that the road is dif- 
ficult, but because we are small we are 
able to adapt ourselves quickly to local 
conditions and changes. In my opinion, 
this advantage more than offsets the 
vaunted advantage of automation. We 
cannot, and we will not, play the same 
“game” as the big companies, and we 
can’t abide by the rules and methods of 
these same big companies. Instead, we 
have determined upon an independent 
course, and we hope that this will lead 
us to a position of steady growth and 
reasonable profit. 


Your letter was very factual and I 
can’t quarrel with your observations, 
unpleasant as they were. We don’t see 
any great change in the picture. The au- 
tomobile business is somewhat better, 
but it’s still bad, and of course we got 
off to a horrible start on the fire busi- 














Celina Mutual — 


agency company 
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ness. The last few months have shown 
a big improvement in the fire business 
but I am sure we are going to end up 
with a bad underwriting result for the 
first six months. 

* * * 


We do not think the picture in the fire 
and casualty insurance industry is too 
rosy and we are inclined to agree with 
your depiction of the current situation. 

Homeowners is likely to rapidly ap- 
proach the loss allowable of 60%, be- 
cause the public is becoming educated 
to the broad possibilities of claims and 
also rate reductions continue. When the 
loss allowable is reached, it means the 
commissions will have to come down. 
Currently the formula contemplates 
commissions of not more than 20%, but 
we think the great majority of compa- 
nies pay more. We do not like the com- 

(CONTINUED ON PAGE 25) 


W. J. McNerney Named 
Blue Cross President 


Walter J. McNerney, director bureau 
of hospital administration, school of 
business adminis- 
tration, University 
of Michigan, has 
been named presi- 
dent of Blue Cross 
Assn. 





Mr. McNerney 
succeeds James E. 
Stuart, who be- 


came executive 
vice-president of 
the association in 
1959 and president 
in 1960 and is now 
chairman. The 25- 
man board consists of the chief salaried 
executives of 22 of the 79 autonomous 
Blue Cross plans throughout the coun- 
try and three representatives of Ameri- 
can Hospital Assn. 

The new president, who is 36, di- 
rected the recently-completed three- 
year study of hospital and medical eco- 
nomics under a grant of $380,000 by 
the Kellogg Foundation to the Univer- 
sity of Michigan. The study, already 
regarded as one of the most significant 
in its field, concentrates on four major 
areas: Spending and utilization pat- 
terns of the population in health care; 
costs of providing health care; critical 
issues facing prepayment insurance 
and government, and the problems of 
control in the voluntary system. 





W. J. McNerney 


Consolidated Changes 

Robert E. Van Brunt, vice-president 
of Consolidated Mutual and Long Is- 
land Ins. Co., has been named to the 
newly created post of administrative 
vice-president for underwriting. He 
was most recently resident officer at 
Garden City, L. I., and is succeeded as 
manager there by Robert J. Meyer, 
former claim manager. 

Mr. Van Brunt began with Conso- 
lidated Mutual in 1949 as a special 
agent and has been an underwriter, 
head of the compensation underwrit- 
ing department and assistant treasur- 
er. He became assistant vice-president 
in 1955 and vice-president in 1961. Mr. 
Meyer joined the companies in 1950 
as a claim investigator and became 
claim supervisor. He was appointed 
manager at Albany in 1956 and claim 
manager at Garden City in 1959. 
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New York Releases , 


Disability Benefits 
Law ‘60 Experience 


The New York department has re- 
leased the combined 1960 experience 
of companies authorized to do busi- 
ness in the state under the disability 
benefits law. The experience tables 
show that in 1960, some 2,485,000 em- 
ployes were insured for the required 
minimum coverage, as against 2,458,- 
579 in 1959. 

The experience under plans which 
provide benefits in excess of those re- 
quired by law and covering an ad- 
ditional approximate 1,550,000 work. 
ers, is not included in the tables be- 
cause no significant conclusions can 
be drawn from this experience in view 
of the many variations involved. 

During 1960, the frequency of claims 
decreased, while duration of disability 
and the cost per claim increased. For 
each 100 employes insured, 6.31 re- 
ceived benefits as compared with 6.49 
per 100 during 1959. The average dis- 
ability period in 1960 was 7.15 weeks as 
against 7.01 weeks in 1959. Benefit pay- 
ments per employe averaged $242.48, 
an increase of $12.11 over 1959. 

Superintendent Thacher pointed out 
that in comparing the 1960 experience 
with that of prior years, it should be 
noted that the maximum benefit pe- 
riod was increased from 13 weeks to 
20 weeks on July 1, 1956, from 20 
weeks to 26 weeks on July 1, 1958, and 
that the weekly maximum rate has 
been increased five times since 1950 
and as of July 1, 1960 was $50 a 
week. 

Other 1960 vs 1958 figures are 
amount of covered payroll, $6,970,839,- 
624 and $6,705,233,823; number of ini- 
tial claims allowed, 156,819 and 159,518; 
total number of weeks paid, 1,121,040 
and 1,118,975; losses paid, $38,025,988 
and $36,748,788; average weekly rate 
of benefits paid $33.92 and $32.84, and 
annual claim cost per employe, $15.30 
and $14.95. 


Record Number Take 


Institute Examinations 


The requirements for the certificate 
of Insurance Institute of America were 
completed by 261 in examinations 
given May 22-24. The new graduates 
are from 77 cities throughout the U.S. 
Certificates will be awarded at the 
annual meeting of the institute Nov. 
14, in New York City or at a local 
meeting when appropriate arrange- 
ments can be made. 

The over all passing ratio for the 
A, B and C examinations was 70. The 
2,135 examinations were taken by 1,- 
802 persons, which is the largest single 
year increase in both examinations 
and examinees the institute has ex- 
perienced. In May, 1960, 1,331 exam- 
inations were taken by 1,122 persons 
with a 75.6 passing ratio. 

Since 231 persons completed exam- 
inations in January, 1961, 492 will re- 
ceive the certificate during 1961. This, 
too, is a new record for the institute. 

Since the first series of examinations 
was given in 1953 under the revised 
educational program, 2,420 persons 
have been awarded the certificate. 

The next examination series will be 
conducted Jan. 22-24. 


Cadmen Adjusters has been organ- 
ized at Buffalo by Charles P. and 
Charles L. Cadmen to succeed Cad- 
men & Young which was dissolved 
upon the resignation of Mr. Young. 
The new offices of Cadmen Adjusters 
are at 995 Ellicott Square Building. 
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HieNATIONAL UNDERWRITER 


Q. Mr. Booth, what do you feel is the most 
outstanding feature of INA service to agents? 


A. Imaginative underwriting ... the kind that 
helps us compete, and includes 
broadened coverages that get the business. 
Q. Specifically, what Insurance Company 
of North America service 
is most helpful to your clients? 


A. Because 90% of our business is industrial, 
we value the safety services most. 
The INA people work right along with 
our clients’ own safety staffs. 
We see the benefits every day. 


Q. Is this service helpful in selling 
new accounts as well? 


You bet! With INA in the picture, there’s 
no need to look any farther. You get all the 
capacity, facilities, manpower you need. 


A 


Q. Are INA rates competitive in your territory? 


A. They're not only competitive but simplified. 
Liability for a number of our accounts is 
based on composite rating. Makes premium 
development and cost determination much 
simpler for us. 


Q. What other advantages does INA offer agents? 


A. National claims service second to none. 
We couldn’t service some of our large 
contracting accounts without INA’s 
nationwide staff of claims adjusters. 


Q. Would you be willing to tell other agents 
more about what INA means to you? 


A. Certainly! Tell them to write to me, 
Gordon M. Booth, 801 North La Brea Ave., 
Los Angeles 38, California. 


INSURANCE BY NORTH AMERICA 


Insurance Company of North America 
Life Insurance Company of North America 
World Headquarters: Philadelphia 

















































Mavon Sets Up Annual 
Insurance Scholarship 
At University Of III. 


Two insurance scholarships, the first 
to be awarded at the University of 
Illinois, have been made by Phil G. 
Mavon, president of G. A. Mavon & 
Co., Chicago general agency. Known 
as the “G. A. Mavon Memorial Schol- 
arship” in honor of the firm’s founder, 
the annual awards of $500 each will 
be given to junior and senior students 
who plan to enter insurance. Financial 
need is not a requirement. 


Administered By Agents 


Scholarships will be administered 
by the education and agency manage- 
ment committee of Illinois Assn. of 
Insurance Agents and a member of 
the association selected by the direc- 
tors who will act as a screening com- 
mittee with university staff members 
to review applicants’ qualifications. 
Final determination and approval of 
the grants to students will be made by 
the undergraduate scholarship com- 
mittee of the university. 

Purpose of the scholarship, accord- 


Geo. F. Brown & Sons, Inc. has one of the 
very few completely installed electronic 
computer systems in the industry. This sys- 
tem allows us to give you faster claim serv- 
ice and the all important factor of faster, 
more accurate figures for commission, bill- 
ings, etc. Even though we have the latest 
electronic equipment, we have not over- 
looked the importance of top-notch per- 
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ing to Mr. Mavon, is to encourage 
young men and women to enter the 
professional standards of the industry. 

“It is our hope that this effort will 
encourage other insurance organiza- 
tions to make further grants,” he said. 

Mr. Mavon was recently named a 
trustee of Denison University, Gran- 
ville, Ohio. 


Renkert To Agency Ranks; 
Aetna Casualty Names Weld 


George F. Renkert, agency super- 
visor for Aetna Casualty at Colum- 
bus since 1952, has joined American 
Insurance Agency there. The organi- 
zation, of which George O. Naegle is 
head, is a general agency specializing 
in insurance for the motor transporta- 
tion industry. 

A graduate of Miami University, 
Mr. Renkert was an instructor in the 
school of business there before start- 
ing his insurance career as an auto- 
mobile underwriter for Ohio Casualty 
in 1950. 

John G, Weld, field representative 
at Cleveland, has replaced Mr. Ren- 
kert in the Columbus office of Aetna 
Casualty. 
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Reports On Success With Co-op Ads 


Robert E. Brown Jr., advertising di- 
rector of Aetna Casualty, gave a run- 
down on his company’s experience 
with cooperative advertising at the 
annual meeting of Insurance Adver- 
tising Conference at Manchester, Vt. 
The experience he described was in 
connection with his company’s Auto- 
Rite policy. The co-op ad program was 
developed in connection with this cov- 
erage. 

Mr. Brown gave examples of agents’ 
results from the campaign. 

Following the appearance of a single 
Auto-Rite advertisement in a local 
Ohio newspaper, the sponsoring agent 
received 30 telephone calls. He fol- 
lowed up all of them and sold one out 
of every three for a total of 10 new 
policies. 

In Minnesota, an agent who used the 
co-op ads reported that the advertis- 
ing started a flood of phone and per- 
sonal inquiries. The result has been a 
continuing stream of orders, nearly 
all from people not on the books before. 

An agent in the Detroit area sched- 
uled a quarter-page ad in a Friday 
evening edition of his paper. He re- 


sonnel gathering the data and assembling 
it in order to provide the best service pos- 
sible to our accounts. 

Our markets are world-wide and offer pro- 
ducers a full scope of coverage for their 
needs. For your particular problem in Fire, 
Public Liability, Automobile, Accident, 
Professional Indemnity, and all forms of 
Special Risks, write or call us. 


GEO. F. BROWN & SONS, INC. 


175 W. Jackson Blvd. ° 


Chicago 4, Illinois 


. WaAbash 2-4280 


ported that all the following day his 
office staff was busy answering 
phone calls about the policy. And he 
had six people walk into his office to 
buy Auto-Rite policies. Every one, ac- 
cording to the agent, had previously 
been insured by a well-known direct 
writer. 

In a great many cases, Mr. Brown 
said, agents sign up for both the news- 
paper ads and the direct mail pro- 
grams the company has developed in 
connection with the ads. A Connecticut 
agent, who used both, reported that 
almost immediately, phone calls and 
reply cards began coming into the 
agency. One day, he said, more than 
40 calls were received, jamming all 
the agency phones for several hours. 
Over an eight-week period, this agen- 
cy received more than 150 reply cards 
and 300 telephone calls. On the fol- 
low-up calls, sales were made in ap. 
proximately 65% of the cases. 

An agency in Pennsylvania, which 
followed up its use of the co-op news- 
paper advertisements with a sizable 
mailing of the Auto-Rite letter, re- 
ceived so many inquiries and reply 
cards, four additional solicitors had to 
be added to the agency’s staff to han- 
dle them. Still another agent, in com. 
menting on the direct mail program, 
said: “This was the most successful 
business promotional item we have 
ever used. The number of cards re- 
turned and the actual business sold 
exceeded our best expectations.” 


Hard Work Necessary 


Mr. Brown noted that not every 
agent who has used the share-the-cost 
newspaper advertising and the direct 
mail program has reaped a rich re- 
ward—or has even enjoyed average 
success. Some of them fell down com- 
pletely, and for various reasons. One 
painfully honest agent, for example, 
said: “Perhaps this direct mail pro- 
gram would work for a lot of people, 
but not for anybody as lazy as I am.” 
Obviously, direct mail is no miracle 
worker, Mr. Brown observed. It can 
lay the groundwork for a call, and, 
in effect, can open the door to a pros- 
pect’s home or office, but an agent 
must take it from there or the chances 
no sale will be made. 

But even though some agents re- 
ported only mild success, for a great 
many agents the programs worked 
very successfully. They worked best 
of all, of course, for those agents who 
tried hardest to make them work; who 
carefully considered the choice of 
newspapers to be used, as well as the 
dates on which each ad was to ap- 
pear; who took the time to check their 
mailing list carefully before using it; 
and who followed up each phone call, 
each reply card, each lead, promptly 
and intelligently. 

Mr. Brown concluded by observing 
that if the co-op program is planned 
properly and if both the company and 
its agents work, the advertising will 
work for them. 


More Merit Plans In N. J. 


Commissioner Howell of New Jersey 
has approved several auto merit rat- 
ing plans, including ones filed by 
Mutual Insurance Rating Bureau and 
independents. He also approved All- 
state’s “guaranteed renewal” program 
which it uses in New York. This guar- 
antees the auto coverage will be re- 
newed, after the first 90 days, for pe- 
riods up to five years, for car owners 
meeting certain eligibility require- 
ments. The company can cancel for 
specified reasons, most of them seri- 
ous driving offenses. 
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Revolutions Not What They Appear 


To Be; Innovation Needs Analysis 


By JOHN N. COSGROVE 


From talks at annual meeting of 
Florida Assn. of Insurance Agents and 
at casualty and property institute of 
southwest chapter of CPCU at Dallas. 

Part 1 

There is nothing quite so reactionary 
as a revolution. In any discussion of 
competition in insurance, it is vital to 
establish that truth. Otherwise, those 
who presently consider themselves 
pioneers may stray too far down paths 
that have sometimes led to disaster 
and have prompted a frantic return to 
well regulated highways. 

Why is a revolution reactionary? It 
is only necessary to consult Webster 
and to paraphrase him somewhat to 
find out. The word revolution comes 
from the same root as revolve which 
means to travel in a circle. Now, trav- 
eling in a circle leads one right back to 
every place he has ever been—a truly 
reactionary process. 

By an extension of this logic, those 
who now consider themselves con- 
structive innovators may actually be 
leading the insurance caravan in a fu- 
tile procession to revisit every past 
mistake made in the business. 

The term “innovation” applied to 
insurance is particularly enticing 
nowadays to many in the business. Be- 
ing somewhat uncertain as to its 
meaning in insurance, I have done 
modest research on the subject and 
have run across a policy which, 
strangely enough, has not been nation- 
ally advertised. If it were, something 
of a mild sensation might be created. 


Broad Coverage 

This is a policy for tenants and for 
homeowners. It can be written in com- 
bination. It covers buildings and con- 
tents. It protects against fire and ex- 
plosion; lightning, thunder-bolt, sub- 
terranean fire and earthquake; burg- 
lary, housebreaking, larceny and theft; 
bursting or overflowing of water pipes; 
damage by aircraft, riots and allied 
disturbances; storm flood or tempest; 
impact to buildings by vehicles; addi- 
tional living’ expense; employers li- 
ability and workmen’s compensation, 
breakage of mirrors; public liability 
and tenants liability. 

It also provides life insurance for 
the policyholder, equal to half the sum 
insured on the contents, in the event 
of death through accidents on railroads 
and other specified vehicles, or as the 
direct result of the burning of the 
house insured, or by assault either in 
the premises or in the street. 

The company states that the policy 
will be renewed every sixth year, free 
of charge, if no loss has been paid un- 
der the coverage in the preceding five 
years. That is the acme of merit rating. 

All of the foregoing coverages and 
conveniences are available in combin- 
ation at one premium with one re- 
newal date. This policy has a deduc- 


‘tible feature and it requires a signed 


application. 

This coverage certainly would seem 
to be entitled to be called an innova- 
tion, even by the most progressive of 
today’s commentators. But the policy 
is dated January, 1937. Moreover, that 
date is a printer’s notation to indicate 
when he turned out this particular 
batch of forms. This policy really goes 
back further, although jit is safe to say 
that the form does not antedate the 


Wright brothers flight at Kitty Hawk 
in 1903, since it contains aircraft cov- 
erage. In any case the specimen under 
discussion will be a quarter century 
old next January. It was sold in Eng- 
land in 1937. 


Continuous policies are often re- 
ferred to today as an innovation. But 
such a policy issued by Home in Octo- 
ber, 1869 has been discovered. To it 
are attached a number of certificates 
extending the coverage from 1870 to 
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1871 and for several years thereafter. 
This is a continuous policy. Surely 
anything that is 91 years old is scarcely 
an innovation. 

This should be sufficient to put the 
subject of innovation in a proper 
frame of reference for a beginning. 
Archaic Language 

But before we leave that subject, 
let us look at the commercial side 
where many enthusiastic claims are 
today being advanced for the novelty 
of broader packages. Here is some 
rather archaic language which is in 

(CONTINUED ON PAGE 20) 
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The more exacting your requirements, the more you will value 
the technical knowledge and uniquely coordinated services we 
have traditionally offered to independent agents and brokers. 


ChMIC. “ib FCC. snoerwriters 


90 John Street, New York 38, New York 


FEDERAL INSURANCE COMPANY ¢ VIGILANT INSURANCE COMPANY * THE MARINE INSURANCE Co., LTD. 


THE SEA INSURANCE CO., LTD. * LONDON ASSURANCE (MARINE DEPT.) * ALLIANCE ASSURANCE CO., LTD. 


Life Insurance, Accident & Health, Group Insurance through 
THE COLONIAL LIFE INSURANCE COMPANY OF AMERICA 
Affiliate of FEDERAL INSURANCE COMPANY 





Aviation Insurance through Associated Aviation Underwriters 
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Eyes Malpractice Suit Growth; 


Urges Medico-Legal Cooperation 


In California, New York and other 
localities, the likelihood of being sued 
is becoming so great that the practic- 
ing physician must recognize this “de- 
finite occupational hazard.” Dr. David 
B. Allman Atlantic City, past president 
of American Medical Assn., issued this 
warning in a talk at the AMA regional 
medico-legal conference in New York. 

If the situation indicated that the 
medical profession is becoming in- 
creasingly inefficient, the solution 
would be obvious, Dr. Allman declared. 
But the blunt truth is that the major- 
ity of all professional liability claims 
and suits filed involve physicians who 
are above the average of their respec- 


tive groups in skill, experience and 
professional standing. 

It is important for attorneys to rec- 
ognize that within the last 30 years, 
medical practice has become an in- 
creasingly complex undertaking, and 
that during this period there has been 
a corresponding increase in related 
legal problems. The physician-patient 
relationship has been complicated by 
many changes, including the practice 
of dividing the responsibility for the 
diagnosis, care and treatment of 
patients with other physicians; the 
advent of group practice, of health in- 
surance, and of contract practice; and 

(CONTINUED ON PAGE 28) 


PRIMARY COVERAGES IN ILLINOIS 


WORKMEN’S COMPENSATION 
AUTOMOBILES & TRUCKS 
OLT—MFRS. & CONTRACTORS 
COMPREHENSIVE GEN’L. LIAB. 
COMPREHENSIVE PERSONAL LIAB. 
PRODUCTS LIABILITY 


GARAGE & DEALERS LIAB. 
LIQUOR LIABILITY 
MALPRACTICE LIABILITY 
BEAUTY SHOP LIABILITY 
BURGLARY 

PLATE GLASS-50/50 


Hr Special Retros on Large W.C.-Liab.-Fleets, Etc. 


EXCESS LIABILITY 


All 3rd Party Liability Including Excess 
Above Assigned Risk Auto Limits to 
*02,000/300,900 /100,000. 


SURPLUS LINES 


OUTSIDE ILLINOIS — Through Licersed 
Surplus Lines Agents in Those States 
And Territories Which Permit Non- 
Admitted Carriers To Write Liability 
Coverages. 











NOW WRITING FIRE AND INLAND MARINE 
_AT BOARD RATES IN ILLINOIS ¢ « ¢ « 
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N. Y. Mutual Agents Reject 
Certified AR Checks, Plan 
Law Proposals, Workshops 


A proposal that would have re- 
quired certified checks for assigned 
risks was rejected by the directors of 
Mutual Agents Assn. of New York 
State at a meeting in Syracuse. How- 
ever, the directors adopted a motion 
urging the AR plan to accept only 
producers’ checks or drafts issued by 
premium, finance institutions. 

The agents will give their support to 
a proposal to abolish the certification 
process required under the financial 
security act and to legislation requir- 
ing a company to give an agent rea- 
sonable notice before terminating his 
contract. The new safe driver plan 
makes such notice even more impor- 
ant because of the work involved in 
changing companies. The organization 
will also push for changes in the agen- 
cy qualification law, with particular 
emphasis on high school education or 
the academic equivalent, and on a 
period of apprenticeship. 

Agent backing will also be given to 
a study of the State Fund and to a 
measure demanding that the fund ac- 
company all new risks with an af- 
fidavit indicating that three private 
insurers had declined to accept the 
risk; to permanent extension of the 
freedom of contract law, and to a bill 
designed to relieve owners of owner- 
occupied one and two-family dwell- 
ings from the requirements of the 
workmen’s compensation act. Agents 
will oppose rebates to automobile deal- 
ers from insurance premiums, as pro- 
vided for in conditional sales con- 
tracts. 

The association has scheduled a ser- 
ies of five regional workshops Sept. 
25-59 in Buffalo, Rochester, Syracuse, 
Albany and Westchester County. 


22 New NAII Members 


Membership of National Assn. of 
Independent Insurers has been in- 
creased by 22 companies—15 stock and 
seven mutual. There are now 327 mam- 
bers of NAII, and an additional 84 
subscribe to the statistical service. 

The new mutual members are Amer- 
ican Mutual of Des Moines, Consumers 
Mutual of Jackson, Mich., Farm Bu- 
reau Mutual of Arkansas, Michigan 
Educational Employes Mutual, Mid- 
west American Mutual of Des Moines, 
State Farmers Mutual Tornado of 
Cameron, Mo., and Western Plains Mu- 
tual of Fort Dodge, Ia. 

The stock company members are 
All-Star Insurance, Milwaukee; Avi- 
ation Employes, Silver Spring, Md.; 
Banner Casualty, Chicago; Financial 
Indemnity, Los Angeles; International 
Casualty, Atlanta; Lincoln Casualty, 
Springfield, Ill.; Long Island Ins., 
Brooklyn; Market Ins., Chicago; Na- 
tional Emblem, Skokie, I1l.; Petroleum 
Casualty, Houston; Security Fire & 
Indemnity, Charlotte, N.C.; Security 
General, Charlotte; Standard Guaran- 
ty, Atlanta; Transatlantic Reinsurance, 
New York, and United National, Phil- 
adelphia. 


Central Mutual Appoints 

D. Edward Tripp has been appointed 
special representative of Central Mut- 
ual of Van Wert, O., in Arkansas and 
northern Louisiana. He has been in 
insurance since 1954. He will have 
headquarters at Little Rock. 

James E. Longman has been ap- 
pointed special representative of Cen- 
tral Mutual in western Michigan. He 
has been in the insurance business for 
16 years. His headquarters will be in 
Grand Rapids. 
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Insurance Counsel 
Slate Annual For 
Chicago Next Week 


Federation of Insurance Counsel will 
announce the winner of its insurance 
man of the year 
award during the 
organization’s an- 


nual convention 
Aug. 2-4 at the 
Drake Hotel in 
Chicago. 


Given annually 
to a person cred- 
ited with making 
an outstanding 
contribution to 
insurance or insur- 
ance law, the 
award will be pre- 
sented at the first day’s luncheon by 
the 1960 winner, Harold G. Evans, 
president American Casualty. 

At the luncheon, Chicago Mayor 
Daley will welcome the approximately 
400 attorneys and their wives who will 
attend the convention. 

Matters of particular interest to in- 
surance defense lawyers will be em- 
phasized in the three-day business 
program. A full trial demonstration of 
a personal injury liability lawsuit on 
split issues will be held on the opening 
day. The morning will be devoted to 
determination of liability and the aft- 
ernoon to damages. Philip H. Corboy 
and Warren Hickey, both of Chicago, 
will act as attorneys for the plaintiff. 
Attorneys for the defense will be Bruce 
Bishop of Folts, Bishop, Thomas, Leit- 
ner & Mann, Chattanooga, and Reid 
Curtis of Curtis, Hart & Munro, Mer- 
rick, New York. 


Aug. 3 Topics 


Subjects to be discussed Aug. 3: 

“The Ryan Doctrine,” James P. Kil- 
burn, vice-president and counsel Wol- 
verine; “Psychic Trauma,” B. Jeff 
Crane of Vinson, Elkins, Weems & 
Searls, Houston; “Principles Applied in 
Accident Reconstruction,” J. Stannard 
Baker, director of research and devel- 
opment, traffic institute, Northwestern 
University. 

The Aug. 4 morning program: 

“Uninsured Motorists Coverage,” 
Ross Hume, counsel State Farm Mutu- 
al; “Automobile Liability Coverage,” 
Floyd O. Terbell, assistant secretary 
Lumbermens Mutual Casualty; “Prod- 
ucts Liability Coverage,” Harrison G. 
Ball, general counsel Electric Mutual 
Liability; “Contractual Liability Cov- 
erages,’ Charles J. Adams, general 
claims attorney Continental Casualty. 

The final afternoon’s program: 

“The House We Live In—A Contem- 
porary View,” Arthur C. Mertz, gen- 
eral counsel National Assn. of Inde- 
pendent Insurers; “The Pressures for 
Social Change—What Effect On Our 
Legal System,” Richard E. Goodman, 
attorney legislative bureau American 
Mutual Insurance Alliance; “An At- 
torney’s Lawyer,” John Hume, presi- 
dent Indiana Ins. Co. 


Pacific Indem. Names 


Two In Florida 


Pacific Indemnity has appointed 
Donald J. Yancey Florida state agent 
and Philip F. Jenkins engineer ser- 
vicing that state. Both will be located 
at Tampa. Mr. Yancey entered the 
business in 1953 with Prudential at 
Topeka. In 1955 he became agent for 
State Farm and since 1957 has served 
as Florida sales representative for Gen- 
eral of Seattle. 
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MINOWER insurance Group - SINCE 1852 


The Hanover Insurance Company 
Massachusetts Bonding Department 
The Fulton Insurance Company 
Massachusetts Bay Insurance Company 


EXPANDED OPERATIONS 


Agents representing the companies of The Hanover Insurance 
Group gain, as of July l, 1961, the expanded facilities 

and services made possible by the merger of the Massachusetts 
Bonding and Insurance Company and The Hanover Insurance Com- 


pany. 


The benefits of this consolidation will accrue to policy- 
holders in augmented claims facilities, enviable finan- 
cial strength and improved facilities for property, cas- 
ualty, fidelity, surety and accident and sickness coveragss. 


Agents of the combined organizations will enjoy 4 greatly 
strengthened competitive position. In addition, intensi- 
fied field services will make readily available to our agents 
the diversity of skills and experience resulting from the 


consolidation. 
‘ 
ee ae 


James L. Dorris 
President 


aX! VMAn. ; 
A. Lawrence Peirs Jr. 
Ch. of the Board 


HOME OFFICE: 111 JOHN STREET - NEW YORK, N. Y. 


CHICAGO ¢ SAN FRANCISCO ° TORONTO 
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MARINE OFFICE OF AMERICA . AMERICAN INTERNATIONAL UND. ASSN. 
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Cal. Agents Report 
Success With Bulletin 
On Unfair Solicitation 


A bulletin from California Mortgage 
Bankers Assn. to its members has 
helped in the effort to eliminate cases 
of alleged unfair solicitation practices 
by lending institutions, California 
Assn. of Insurance Agents reports. 

In the bulletin, the mortgage bank- 
ers association asked the cooperation 
of its members in seeing that the 
agent or broker who originated exist- 
ing insurance should be referred to in 
renewal notices sent to borrowers. 


Suggests Format 


Specifically, this format was sug- 
gested as an appropriate opening var- 
agraph fc. renewal notices: ‘Dear 
Sir: Your (name of company) fire 
and extended coverage insurance pol- 
icy will expire on June 1, 1961. Please 
have your agent or broker send us the 
renewal policy promptly.” 

Sending of the bulletin was author- 
ized by CMBA’s board following sev- 
eral months’ negotiation with officials 
of the California agents’ association. 
CAIA had brought up the problem in 
response to numerous complaints from 
agents and brokers that certain lend- 
ing institutions were sending insurance 
renewal notices to borrowers without 
mentioning that the policy had been 
written by an agent or broker. 


Worked Together Closely 


CAIA also has been working closely 
with California Savings & Loan 
League in trying to eliminate unfair 
solicitation practices. According to 
CAIA President Jack Schroeder, co- 
operation received from Frank Har- 
dinge, staff vice-president of the sav- 
ings and loan league, has been excel- 
lent. 

Tangible results of negotiations with 
the savings and loan league have been 
evident since as long ago as the fall of 
1959, Mr. Schroeder noted. At that 
time, Vice-president Hardinge in a 
letter to all managing officers of 
member firms urged strict adherence 
to “the letter and spirit” of the anti- 
coercion law in all notices sent to 
borrowers regarding insurance cover. 


$1 Million Benefits Paid 
Under Diners’ Club Cover 


Beneficial Standard has paid $1 mil- 
lion in benefits to Diners’ Club mem- 
bers insured under the travel accident 
credit card program. The Diners’ Club 
policy, which was originated in 1959, 
pays full benefits for accidents near 
home and double benefits over 50 
miles from home. 


La. Agents Card Set 


Louisiana Assn. of Mutual Insurance 
Agents will hold its annual convention 
Aug. 10-12 at Edgewater Park, Miss. 
The keynote speaker will be Eugene S. 
Ross, southwestern regional manager of 
Norfolk & Dedham Mutual, whose talk 
is entitled “Together We Go.” 

William A. Stringfellow, general 
Manager NAMIA, will present a slide 
documentary of NAMIA in action. Earl 
N. Smith, New Orleans manager Jack- 
son Life, will give a talk, “Which Way 
America?” , 

Frank G. Dunham Jr., assistant secre- 
tary Millers Mutual, will discuss mar- 
keting of marine and inland marine. 
James A. Tanselle, southern office 
manager Grain Dealers Mutual, will 
analyze agency management and office 
procedure. 

Richard F. Skinner, Dallas, resident 
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vice-president Indiana Lumbermens 
Mutual, will view safe driver problems. 
Grover Anderson, casualty underwriter 
for Bruce Dodson & Co., will give re- 
fresher tips on compensation and gener- 
al liability. 

Alvin J. Davis, publisher Southern 
Insurance magazine, will moderate a 
panel on developments in the business. 
Panelists will be H. P. Walker, assist- 
ant secretary casualty and surety di- 
vision of Louisiana Insurance Rating 
Commission, and William Kirchem, 
vice-president and agency director 


Marquette Casualty. 


PROGRESS THROUGH PARTNERSHIP (One of a Series) 


American Casualty 
Appoints Staff At 
New Dallas Office 


American Casualty has appointed 
Raymond A. Stocker resident manager 
of its new multiple line office at Dal- 
las. This office is headquarters for Tex- 
as operations. 

Mr. Stocker joined the company at 
Cleveland and was successively an 
underwriter, agent, production mana- 
ger, and, for the past seven years, 
manager at Cincinnati. 


as 





0 to 1 in commission income. 


pendent agents. 
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ENVOYS IN ENVELOPES: A unique 


ae sales program that has paid 

G/S/L 
agents everywhere acclaim them the finest 
business getters ever designed for inde- 


GENERAL 


INSURANCE COMPANIES OF AMERICA 
Home Office: Seattle. Division Offices: New York, Atlanta, Cincinnati, St. Louis, 
Dallas, Denver, Los Angeles, San Francisco and Vancouver, Canada 





SALES AIDS: Agent and consumer-tested 


off sales aids add impact to G/S/L agent sales 


presentations. Colorful, easy to understand 
sales stories keep prospects on the track. 
Result ... more sales closed faster... 
more profits! 


AUDIO-VISUAL SALES: 
Audio-Visuals for personal, commercial 
and life insurance make prospecting and 
sales calls a profitable pleasure. 


ll 


Richard W. McKeon has been trans- 
ferred from the home office to manage 
the A&S division at Dallas. Todd J. 
Ryan, formerly at Charlotte, N. C., will 
manage the life and group depart- 
ment, and Harold W. Sims, who has 
been property manager of the south- 
eastern department, will supervise 
fire and marine. 

A House subcommittee on District 
of Columbia held a hearing on a bili to 
establish a system of workmen’s com- 
pensation for D.C. No insurance wit- 
nesses were included. 





GENERAL /SAFECO/LIFECO AGENTS LEAD 
THE WAY WITH MODERN SALES AIDS 


Competitors are left behind 


General /Safeco/Lifeco 


agents turn more appoint- 
ments into more and bigger 
sales with the most advanced 
sales aids in the industry. 
More new sales assistants are 
constantly being developed 
to meet agents’ needs for 
greater Progress Through 
Partnership. 


G/S/L 





DOOR OPENERS: G/S/L pre-approach 
letters, cards and folders pave the way for 
agents’ calls. Hard hitting preselling mes- 
sages open the door to sales. 


Is This Your Kind of Company? 


Mail this coupon now. 


General Insurance Company of America 
General Insurance Building, Dept. 806 
Seattle 5, Washington 


Please tell me more about Progress Through Partnership with 


GENERAL/SAFECO/LIFECO 





Street 





State. 





City 


Signature. 
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T. B. Lee To Texas 
For CU-NB Group 


Commercial Union-North British has 
transferred T. B. Lee, assistant U.S. 
manager, from the head office to Dallas 
where he will be in charge of operations 
in that state. 

Mr. Lee began his career in 1939 with 
Texas Fire Insurance Commission. 
From 1941 to 1944 he was special agent 
at Houston for T. A. Manning & Sons. 
He joined Commercial Union in 1946 as 
special agent at Dallas. He was trans- 
ferred to the head office in 1950 as sec- 
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retary and was advanced to deputy as- 
sistant U.S. manager in 1954 and to as- 
sistant U.S. manager in 1955. 


Interstate Fire Reports 


Industrial Fire Gains 

Industrial fire insurance business of 
Interstate Fire of Chattanooga has 
grown to $4,521,000 on an annualized 
premium basis and is the fastest grow- 
ing segment of the company’s weekly 
premium business. New district offices 
have been opened in Shreveport, La., 
and Ensley, Ala. 


Travelers Advances 
Eight To New Post 


Travelers has named eight officials 
to the newly created post of manager, 
casualty underwriting. They are: Ber- 
tle E. Carlson, Chicago; Robert V. Wal- 
do, Kansas City; Lurty T. Webster, 
New Orleans; Donald T. Ebert, Inde- 
pendence Square, Philadelphia; W. 
Bruce Ashworth, Hartford; Francis A. 
George, 42nd Street, New York; 
Emlen T. Hutchins, Albany, and 
Franklyn D. Anderson, 80 John Street, 
New York. 





Get the PROFIT IDEA from your Phoenix of Hartford Fieldman .. . 


NEW 


APARTMENT 
HOUSE 
PACKAGE 
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ROUND UP THE MULTI-UNIT MARKET WITH CUSTOM-TAILORED COVERAGE! 
Lasso the profitable apartment house market with custom-packaged coverage for apartment-house owners, 
now being introduced by Phoenix of Hartford. Three families or 300 — this new package lets you sell com- 
plete protection and save your prospect as much as 20% over the old many-policy method! You offer 
exceptionally broad coverage on buildings, auxiliary buildings, business personal property and the personal 
property of the insured. You offer a policy so new, so loaded with benefits, it practically sells itself! 
Ask your Phoenix of Hartford Fieldman or write for your Apartment House Kit today. 


For information about representing a Phoenix of Hartford Company, write J. D. Taylor, President. 


The PROFIT IDEAS come first from 
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Mr. Carlson joined the company in 
1918 at Chicago and was promoted to 
assistant manager there in 1938. Mr. 
Waldo, with the company since 1926, 
began at Duluth and was named as- 
sistant manager there in 1929. He was 
later at Atlanta and Kansas City in 
the same capacity. 

Mr. Webster joined Travelers at 
Richmond in 1929. He was _ subse- 
quently at Louisville and New Orleans 
as assistant manager. Mr. Ebert went 
with the company in 1934 at Albany 
and later was assistant manager at 
Toledo and Independence Square. 


Other Careers 


Mr. Ashworth, with the company 26 
years, began in the home office and 
was later at Philadelphia, Camden and 
Houston. He was transferred to Hart- 
ford in 1953 as assistant manager. 
Mr. George, a 20 year man, was first 
at 80 John Street and was_ subse- 
quently senior field underwriter and 
then supervising field underwriter 
there. He later became 42nd Street 
assistant manager. 

Mr. Anderson and Mr. Hutchins 
both joined Travelers in 1946. Mr. An- 
derson began at 80 John Street and 
was later field underwriter, senior 
field underwriter, supervising field 
underwriter, and assistant manager 
there. Mr. Hutchins began at Boston 
and was at Rochester before becoming 
assistant manager at Albany in 1956. 


Dallas General Agency 
Sold: Now Manning & Sons 


General Agency Corp., Dallas manag- 
ing general agency which was formed 
last year, has been purchased by J. D. 
Owens and W. M. Oliver, and it will be 
renamed T. A. Manning & Sons. The 
Manning name is well known in Texas, 
the old T. A. Manning & Sons and Bar- 
ney Vanston & Co., being antecedents of 
General Agency Corp. 

Mr. Owens, a Fort Worth agent since 
1953, will be chairman, and Mr. Oliver, 
who headed General Agency Corp. and 
affiliated companies, will be president 
of the Manning organization. 

Southwestern F. & C., for which the 
general agency has been underwriting 
manager, will retire from the business, 
its policies will be allowed to expire, 
and the general agency will renew 
them. 


Flach To Appleton & Cox 


Joseph L. Flach has joined Appleton 
& Cox as state agent for Connecticut, 
under the supervision of William N. Mc- 
Connell, manager at Hartford. Mr. 
Flach has been a field man for Zurich 
in Connecticut, Massachusetts and 
Rhode Island. 


Berkshire Mutual Appoints 

Berkshire Mutual has named Law- 
rence M. Davis New Jersey field repre- 
sentative with headquarters at West- 
field. He was formerly with General 
F. & C. and with Maryland Casualty. 


TREATY + FACULTATIVE 
EXCESS - CATASTROPHE 


Keyed To Your 
Underwriting Needs 


UNDERWRITERS REINSURANCE SERVICE, INC. 


1371 Feachtree Street, W. E 


George W. Carpoell 


Atlanta °° Ga Cable Address 
dr, President Reinsure-Ajlanta 


Telephone 
rinity 2-4737 
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. As part of a program to provide new and better Both HOLIDAY and ZENITH are designed 
r, policy forms, Great American has developed a for immediate, on-the-spot sales. They yield extra 
d series of streamlined, easy-to-sell Accident and agency income by affording ready access to a 
t Sickness contracts. large and flourishing market. 
* A typical example is the HOLIDAY Travel Another profit builder for producers is the 
g Accident Policy—now broadened to include bag- | Great American Mortgage Payments Protection 
5, gage protection. Another is the ZENITH Per- _ Plan. Sold through lending institutions, on a 
sonal Accident Policy, which covers travel on all group basis, this plan produces premiums in 
| conveyances—land, sea or air—and may also be volume. 
| written to provide around-the-clock protection For further information, clip and mail the 
| whether the insured travels or not. coupon below. 
n | 
t, 
: GREAT AMERICAN J pps 
d INSURANCE COMPAN Y Great Ame 
Insurance Company 
N 


FIRE «+ MARINE «© AUTOMOBILE «© CASUALTY « SURETY 





TO: Great American Insurance Company 
99 John Street, New York 38, N. Y. 
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L Clip and mail this coupon now 
..-if you would like to see samples of 











Accident & Sickness Sales Aids, . (Name of Agency) 
illustrated above, or other (Sirecd & Number) 
} Great American business builders. 
| (City & State) 


XUM 








14 


a‘ 
Make loRones About It! 


An agent named Billy O. Jones 





Had worn himself down to mere bones. 
He’d never be rich 
Because of a pitch 


That brought from his prospects just moans! 


Then on to the scene came an elf 

Who vowed he’d get Jones off the shelf. 
It’s no magic, said he. 

Just G. F. & C. 


Insurance that near sells itself! 


GENERAL FIRE AND CASUALTY COMPANY 


(A Multiple-line Stock Company) 
Home office: 1790 Broadway, New York 19, N.Y. 


Philadelphia 
Pittsburgh 


Newark Chicago 
Minneapolis 


Coral Gables, Fla. 


Lexington, Ky. 


Ruston, La. 
YOUR ndependent 
Insurance AGENT 


“s8eves/) VOW Piast 
— 


@ Jacksonville, Fla. 





Insurance written through agents and brokers only 
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Conventions 


Aug. 6-10, Honorable Order of the Blue Goose, 
annual, Statler Hotel, New York City. 

Aug. 10-12, Louisiana mutual agents, annual, 
Edgewater Gulf Hotel, Edgewater, Park, Miss. 

Aug. 13-16, West Virginia agents, annual, The 
Greenbrier, White Sulphur Springs. 


Aug, 17-19, Texas mutual agents, annual, 
Texas Hotel, Ft. Worth. 
Aug. 20-22, Montana agents, annual, Finlen 


Hotel, Butte. 

Aug. 21-22, South Dakota agents, annual, Mar- 
vin Hughitt Hotel, Huron. 

Aug. 21-23, International Federation of Com- 
mercial Travelers Insurance Organizations, 
annual, La Fonda Hotel, Santa Fe, New 
Mexico. 

Sept. 6-8, Maine agents, annual, Samoset Hotel, 
Rockland. 

Sept. 7-8, Utah agents, 
Hotel, Salt Lake City. 


annual, Newhouse 


Sept. 7-9, New Jersey agents, annual, Tray- 
more Hotel, Atlantic City. 
Sept. 7-9, New Mexico agents, annual, La 


Fonda Hotel, Santa Fe. 

Sept. 10-12, Kentucky mutual agents, annual, 
Kentucky Hotel, Louisville. 

Sept. 10-12, New Hampshire agents, 
The Balsams, Dixville Notch. 

Sept. 11-12, Minnesota mutual agents, annual, 
Radisson Hotel, Minneapolis. 

Sept. 13-15, Minnesota agents, annual, Kahler 
Hotel, Rochester. 

Sept. 14-15, Conference of Mutual Casualty 
Companies, sales & agency conference, Con- 
rad Hilton Hotel, Chicago. 


annual, 


Sept. 14-16, Oregon agents, annual, Eugene 
Hotel, Eugene. 
Sept. 17-19, Indiana mutual agents, annual, 


Marott Hotel, Indianapolis. 

Sept. 17-19, West Virginia mutual agents, an- 
nual, Frederick Hotel, Huntington. 

Sept. 17-20, Idaho agents, annual, Sun Valley 
Lodge, Sun Valley. 

Sept. 17-20, International Claim Assn., annual, 


The Greenbrier, White Sulphur Springs, 
W. Va. 

Sept. 18-19, Vermont agents, annual, Wood- 
stock Inn, Woodstock. 

Sept. 18-20, Michigan agents, annual, Grand 


Hotel, Mackinac Island. 
Sept. 19-22, Mutual Loss Managers Conference, 


annual, Edgewater Beach Hotel, Chicago. 
Sept. 20-22, Kansas mutual agents, annual, 
Jayhawk Hotel, Topeka. 

Sept. 20-22, Washington agents, annual, Chi- 
nook Hotel, Yakima. 

Sept. 25-27, National Assn. of Insurance 
Agents, annual, Dallas, Texas. 


Sept. 27-29, Society of CPCU, annual, Shera- 
ton Park Hotel, Washington, D. C 

Oct. 1-4, National Assn. of Mutual Insurance 
Companies, annual, Statler Hotel, New York 
City. 


Oct. 3-5, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 
Oct. 5-6, New England mutual agents, an- 


nual, Wentworth-by-the-Sea, Portsmouth, 
N. H. 


Oct. 5-7, Arizona agents, annual, Bright Angel 
Lodge, Grand Canyon. 


Oct. 8-11, North Carolina agents, annual, 
Carolina Hotel, Pinehurst. 
Oct. 8-10, Missouri agents, annual, Governor 


Hotel, Jefferson City. 

Oct. 8-11, National Assn. of Casualty & Surety 
Agents and National Assn. of Casualty & 
Surety Executives, annual, The Greenbrier, 
White Sulphur Springs, W. Va. 

Oct. 10, Insurance Economics Society, annual, 
Edgewater Beach Hotel, Chicago. 

Oct. 15-18, National Assn. of Mutual Agents, 
annual, Sheraton-Cadillac Hotel, Detroit. 


| Oct. 16, Rhode Island agents, annual, Sheraton 


Biltmore Hotel, Providence. 
Oct. 16-18, Michigan mutual agents, 
Sheraton-Cadillac Hotel, Detroit. 
Oct. 17-18, Massachusetts agents, annual, Shera- 
ton Plaza Hotel, Boston. 
Oct. 19-22, Colorado agents, 
moor Hotel, Colorado Springs. 
Oct. 19-22, Kansas agents, annual, Broadview 
Hotel, Wichita. 


annual, 


annual, Broad- 


| Oct. 22-24, Ohio agents, annual, Deshler Hilton 


Oct. 


| Nov. 


| Nov. 
| 


Hotel, Columbus. 
23-25, South Carolina agents, 
Francis Marion Hotel, Charleston. 
Oct. 23-29, Hemispheric Insurance Conference, 
Lima, Peru. 

Oct. 25, National Independent Statistical Serv- 
ice, annual, La Salle Hotel, Chicago. 

Oct. 29-31, Insurors of Tennessee, annual, 
Andrew Jackson Hotel, Nashville. 

Oct. 30-Nov. 1, California agents, annual, Bilt- 
more Hotel, Los Angeles. 

Nov. 5-7, Illinois agents, annual, Chase & Park 
Plaza Hotels, St. Louis, Mo. 

Nov. 13-14, Illinois mutual 
Pere Marquette Hotel, Peoria. 

Nov. 13-15, Health Insurance Assn., individual 
insurance forum, Sheraton Hotel, Phila- 
delphia. 

13-15, Mutual Insurance Technical Con- 

ference, Edgewater Beach Hotel, Chicago. 

13-16, National Assn. of Independent In- 

surers, annual, Hotel Biltmore, Los Angeles. 


annual, 


agents, annual, 
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Nov. 16-17, Conference of Mutual Casualty 
Companies, accounting & statistical, office 


methods & personnel conference, Conrad 


Hilton Hotel, Chicago. 


Dec. 27-29, American Risk & Insurance As 
annual, New York City. 


Financial Indemnity Now 
Writing Disability Policies 
Via Vending Machines 


Financial Indemnity is now writing 
disability insurance, and plans to start 
in this field by issuing seven-day-trip 
policies through “Insur-Ur-Trip” au- 
tomatic vending machines. 

These machines will be located in 
hotels, motels, restaurants and service 
stations throughout California and 
plans are being made to expand 
throughout the west. The machines 
require insertion of two quarters to 
purchase a seven day trip life and dis- 
memberment policy. 

Insurance is to $5,000, good any- 
where, no age limit, and is confined to 
surface travel in pleasure cars, station 
wagons, trailers, mobile homes, taxis, 
motor busses and trucks. 


N. C. Agents Slate Classes 


North Carolina Assn. of Insurance 
Agents in cooperation with University 
of North Carolina will present its annu- 
al institute of insurance Aug. 6-11 at 
Chapel Hill. 

Rosser Long, Fayetteville, W. Va., 
chairman of the NAIA agency manage- 
ment committee, and William Webb, 
Statesville, N. C., state national director 
of NAIA, will conduct classes on office 
management. 

Premium financing courses will be 
given by Paul M. Holland, agency vice- 
president Afco, and John D. Baum- 
hauer, Mobile. Maurice Herndon, fed- 
eral liaison representative NAIA, will 
describe the legislative picture. 


J. H. Lea & Company has gained 
world-wide recognition for its abil- 
ity to translate knowledge into ac- 
tion. A roster of distinguished clients 
is testimony of its ability to provide 
sound, objective counsel on the 


“How,” “When” and “Why” 


insure. Add to this a comprehensive 


to re- 


understanding of markets—all with 
exceptional capacity—and you have 
unbeatable dimen- 


a formula of 


sions. Write us today! 


TREATY > FACULTATIVE 


Jee SCOT 


209 South LaSalle St. » Chicago 
ANdover 3-6232 


J.H.LEA & CO. [1D. 


81 Gracechurch St. *« London 





XUM 


July 2 


AM 
Urg 


A pa 
ference 
Assn. @ 
change 
mation 
surer | 
follow- 
an exp 
tremel) 
results 
claims 

Josey 
urer, € 
from p 
certain 
gives i 
disposit 
judgme 

But 7 
ager 
Chemic 
recogni 
develoy 
claim | 
outstan 
can he 
this ar 

Effic 
prompt 
formati 
on the 
ground 
speake 
also su 
cording 
must b 
ment. 
Swift I 

Whe! 
have tk 
are rez 
rected 
is a reé 
been ci 
the cu: 
case W 
surer. 

Mr. 
Olin M 
a subst 
is sett] 
limit o: 
compar 
insurer 
money, 
he said 
ment 
long w 
uation. 

Mr. ] 
insurer 
sume s 
divisior 
the am 
reports 
who is 
with ré 
sured. 

Whe! 
law de 
are pr 
depart 
to Mr. 
surer’s 
evaluat 
divisior 
divisior 
spond 
pointec 
the cor 
and cc 
person 

He a 
poratio 
liabiliti 
dents 
Claims 
The ex 








UM 


July 28, 1961 


HieNATIONAL UNDERWRITER 


AMA Panel Views Claims Procedures, 
Urges Insured-Insurer Cooperation 


A panel at the spring insurance con- 
ference of American Management 
Assn. agreed that a cooperative inter- 
change of essential statistics and infor- 
mation between the insured and in- 
surer is essential for efficient claim 
follow-up. It was also suggested that 
an expert insurance broker can be ex- 
tremely valuable in producing good 
results in follow-up services after 
claims have been made. 

Joseph A. Edwards, assistant treas- 
urer, Gulf Oil Corp., said that aside 
from prior understandings reached on 
certain types of claims, his company 
gives its insurer a free hand as to 
disposition of claims, relying on its 
judgment and experience. 

But William L. Hollingsworth, man- 
ager of insurance, Olin Mathieson 
Chemical Corp., said the insurer must 
recognize insured’s need for a swift 
development of facts and prompt, fair 
claim handling. A periodic review of 
outstanding claims with the insurer 
can help promote understanding in 
this area, he noted. 

Efficient claim handling begins with 
prompt and complete reporting of in- 
formation on the claim, technical data 
on the product, and pertinent back- 
ground, such as previous claims, both 
speakers agreed. Such information is 
also supplied to the broker since, ac- 
cording to Mr. Edwards, use of a broker 
must be almost a partnership arrange- 
ment. 


Swift Payment 


Where it is obvious that damages 
have been caused and the demands 
are reasonable, the damages are cor- 
rected swiftly, he said. Where there 
is a real question as to damage having 
been caused or where the demands of 
the customer seem unreasonable, the 
case will be turned over to the in- 
surer. 

Mr. Hollingsworth pointed out ~that 
Olin Mathieson’s liability coverage had 
a substantial deductible. When a claim 
is settled by a payment it is, to the 
limit of the deductible, charged to the 
company. The result is often that the 
insurer, which is spending company 
money, has little concern with defense, 
he said. Frequent reports to manage- 
ment and operating personnel go a 
long way toward alleviating this sit- 
uation. 

Mr. Edwards said that his company’s 
insurer submits a monthly claim re- 
sume showing each claim by company 
division with data on the claim and 
the amount paid or in reserve. These 
reports are sent through the broker, 
who is expected to reconcile them 
with reports sent him weekly by in- 
sured. 

When a suit is filed, the company’s 
law department is advised and papers 
are processed through the insurance 
department to the insurer, according 
to Mr. Hollingsworth. Then the in- 
surer’s attorneys send the company an 
evaluation which is distributed to the 
divisions. At this time, he added, the 
division counsel is expected to corre- 
spond directly with attorneys ap- 
pointed by the insurer to represent 
the company, make recommendations 
and coordinate the use of company 
personnel in the defense. 

He also mentioned that in his cor- 
poration there is a greater interest in 
liabilities that could arise from inci- 
dents involving the public than in 
claims for company property losses. 
The company has property loss re- 


ports for any physical damage result- 
ing from accident, he explained, and 
submission of a claim report is re- 
quired. On claims exceeding $100,000, 
a member of the insurance depart- 
ment visits the scene of the accident 
within a week of the accident. 

Every property loss should _ be 
closely pursued, Mr. Hollingsworth 


We're 
on the job 


almost before 


you 
hang up 

the 
phone! 


said, since the loss represents a re- 
ceivable item on the books of the 
corporation. Until the claim is paid, the 
corporation is without the property or 
the money it represents. 

Jack C. Else, assistant vice-presi- 
dent, casualty claims and engineering 
of Marsh & McLennan, observed that 
one of the special areas in which a 
broker can be of assistance to the 
buyer is in claims arising under fidel- 
ity bonds. Since even the insurance 
departments of large companies rarely 
understand the procedures to be fol- 
lowed in such losses, the broker can 
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take over, advising the client on the 
type and extent of proof required to 
substantiate a claim. 

Mr. Else also discussed the impor- 
tance to claim handling of loss data 
reports, which his firm obtains from 
insurer. These reports eliminate cleri- 
cal error and duplication of claim 
charges, indicate the experience trend 
for the current year, emphasize any 
serious or unusual claims, and, by dis- 
tribution to various plants, enable in- 
dividual managers to see that the cases 
are actually theirs and assure that 


charges are properly distributed. 





Our more than 50 offices are staffed with men who are not only quick, but 


experienced, knowledgeable and fully-trained, too. And best of all, they’re 


ready to help you with all your insurance problems. Our speedy service and 


fast claims settlement are just two reasons why we say: We write 27 different 


kinds of insurance, but we have only one policy —satisfaction! Please try us. 


AMERICAN SURETY COMPANY / PACIFIC NATIONAL FIRE INSURANCE CO. 


Administrative Offices: 100 Broadway, New York 5, New York 
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Raise Fire Rates For 
Brush Fire Risks 
Near Los Angeles 


Fire rates on dwellings in the haz- 
ardous brush fire areas of Los Angeles 
and Ventura counties have been in- 
creased substantially by Pacific Fire 
Rating Bureau. An estimated 15,000 
structures are involved. 

The increased premiums, accomp- 
lished by surcharges, may be elimin- 
ated by dwelling owners who provide 
clear space (free of brush) around the 
dwelling or other insured buildings. 


HeNATIONAL UNDERWRITER 


The amount of clear space and the 
regular fire protection in the area of 
the home will determine the amount 
of premium reduction. 

A bureau statement in connection 
with the change said it is “unfair to 
pass along to the other dwelling 
owners the disproportionate losses 
that have been and will be suffered 
by residents of these areas which ex- 
perience has shown are so subject to 
conflagration.” 

The surcharges vary by available 
fire protection. A house insured for 
$20,000 with less than 30 feet of clear 


space would pay from $100 with the 
best local fire protection to $320 extra 
annually for no local protection; 60 
feet of clear space would reduce the 
$100 surcharge to $50, but in areas 
where there is no local fire protec- 
tion, it would take 300 feet to cut the 
surcharge in half, 500 feet to elimi- 
nate it. 


Employers Names Logan 

C. Gene Logan has joined Employers 
group of Boston as a field man in 
southern Ohio. He has been a field man 
for Pacific Indemnity at Cincinnati. 









Bonding specialists for 71 years 


specialized training + experience 


= top performance 


BALTIMORE, MARYLAND 


adrpendent 
en 
crvevee] vow frsenrg 


















July 28, 195] 


Great American 
Promotes Hughes, Has 
Changes In Indiana 


Great American has promoted Rob- 
ert S. Hughes, manager at Indianapolis 
to executive assistant in the western 
department at Chicago. 

Mr. Hughes has been replaced by 
Joseph R. Morford, field supervisor, 
who has been promoted to manager 
and assumes full responsibility for the 
Indianapolis service office. He will be 
assisted by D. C. Hoge, who has been 
promoted from special agent to field 
supervisor. 

Charles G. Lyden has heen ap- 
pointed special agent to fill the vacan- 
cy created by these promotions. Mr. 
Lyden has had many years of field 
experience in Indiana with Home. 


Cochran To Dallas For 
Pacific Employers 


B. Porter Cochran has been named 
resident vice-president in the Dallas 
office of Pacific Employers. He joined 
Pacific Employers in 1960, as execu- 
tive special agent in the Corpus Chris- 
ti area. He was general manager of 
the C. L. Frates & Co. agency in Okla- 
homa for two years before joining Pa- 
cific Employers. Prior to that he was 
assistant vice-president of Traders & 
General for seven years, supervising 
workmen’s compensation and general 
liability underwriting. Mr. Cochran 
also has been with American Liberty 
Oil Co., Dallas, as insurance manager, 
and U.S.F.&G. as safety engineer and 
auditor. 

N. B. French, who formerly held the 
Dallas position, will go on deferred re- 
tirement and become executive special 
agent in the Corpus Christi office of 
Pacific Employers. 


Aetna Fire Names Kenyon 


Manager At Rochester, N. Y. 


Aetna Fire has promoted Arthur C. 
Kenyon from associate manager to 
manager at Rochester, N. Y. Lester W. 
Stuhlman has been transferred as 
special agent from Jacksonville to as- 
sist Mr. Kenyon. Chapin Blake, spe- 
cial agent at Rochester, will also as- 
sist Mr. Kenyon. 

Mr. Kenyon joined the company in 
1937. After training at the home office, 
he was named special agent in east- 
ern New York in 1940. He was trans- 
ferred to Rochester in 1945 and ap- 
pointed associate manager in 1956. 


ASSE To Meet In Chienge 


The annual meeting of American 
Society of Safety Engineers will be 
held Oct. 16 in the Conrad Hilton Hotel 
at Chicago. Observing its 50th anni- 
versary during 1961, the society will 
install the new national officers. 
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[II Develops News 
Service For Agents 


Insurance Information Institute, in 
cooperation with National Assn. of In- 
surance Agents, has developed Agents’ 
News Service, a series of columns writ- 
ten for newspapers to inform the public 
on the broad aspects of insurance. To 
date, two sets of 12 weekly columns 
have been distributed to 400 individual 
agents and to agents’ organizations. The 
material is appearing in 20 weekly pa- 
pers and in several dailies. 

Responsibility for publication of the 
material rests on the agents, who have 
been encouraged to edit the columns to 
suit local situations and to place them 
with weekly and daily papers. 

The columns run about 250 words. 
They make no attempt to sell insurance, 
since they are intended to explain the 
economic role of the business, describe 
coverages available and to answer ques- 
tions on all aspects of property and cas- 
ualty protection. 


Zurich Promotes Dunning 


Zurich has promoted Donald L. 
Dunning, assistant actuary in the 
health department, to associate actua- 
ry. 

Mr. Dunning joined Zurich in 1956. 
In 1958 he became a statistician in the 
health department and in 1959 an as- 
sistant actuary. 


Gerhard Joins Stuyvesant 

Stuyvesant has appointed Robert A. 
Gerhard assistant to John T. Flood, 
manager of the A&S department. Mr. 
Gerhard had been manager of group 
underwriting for American Casualty. 
He entered the business with Nation- 
wide Mutual and has had eight years 
of A&S experience. 
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Knapp In High Fire 
Post Of General F.&C. 


General Fire & 
Casualty has ap- 
pointed Alvin A. 
Knapp manager of 
its fire division. He 
joined the compa- 
ny last March as a 
special agent. Mr. 
Knapp has been in 
the business 28 
years. He was for 
17 years manager 





of the New York 
office of National : 
Al . 

Union, his position salience 
immediately before joining General 
F.&C. 
GAB Appoints Two 

General Adjustment Bureau has 
promoted Reginald G. Senior from | 
manager at Poughkeepsie, N. Y., to 


general adjuster at Boston. John T. 
Ball has been transferred from Pitts- 
burgh to succeed Mr. Senior. 


Presents Film On Handicapped 
Employers Mutual of Wausau is en- 
couraging business men to hire handi- 
capped workers by presenting 90 prints 
of a public service film, “Proud and 
Tall,” to the President’s committee on 
employment of the physically handi- 
capped. These prints will be distributed 
through the governor’s committee in 
each state for use by television stations, 


public service groups and other organi- | 


zations dedicated to restoring physical- 
ly handicapped persons to useful em- 
ployment. “Proud and Tall” was spon- 
sored by Employers Mutual to illustrate 
how the physically handicapped often 
are more useful employes than non- 


handicapped personnel. 
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ROYAL-GLOBE’S new apartment 
house policy plus boiler and 
machinery, with savings up to 20% 


Royal-Globe has pioneered this new dimension in 
packaged coverage. Royal-Globe agents are first in 
offering the new apartment house owner's policy with 
a BIG PLUS: boiler & machinery coverage, designed and 
introduced by Royal-Globe, tailored for apartment 
house owners and motels, and subject to the same com- 
petitive rate reductions (up to 20°/o) as the rest of the 
policy. Call your Royal-Globe fieldman for more infor- 
mation about this BIG PLUS policy which is now avail- 


able in many states. 
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Anti-Trust Question 
At Nuclear Hearing 


Insurer representatives, at a hearing 
in Washington before the joint commit- 
tee on atomic energy, answered an al- 
legation of anti-trust violation by nu- 
clear insurers and advanced objections 
to curtailment of private insurer oppor- 
tunities to write nuclear coverage. Ap- 
pearing were Ambrose B. Kelly, general 
counsel, Associated Factory Mutuals; 
DeRoy C. Thomas, assistant general 
manager Nuclear Energy Liability 
Assn.; Richard H. Butler, secretary 
Travelers, and Hubert W. Yount, exec- 
utive vice-president Liberty Mutual. 

The anti-trust matter was raised by 
Consumers Public Power District, Hal- 
lam, Neb., and American Public Power 
Assn., due to alleged difficulty in secur- 
ing standard property coverage at 
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standard rates on a power plant associ- 
ated with a nuclear reactor. The two 
organizations said that with few ex- 
ceptions coverage could not be obtained 
under the all-risk policies of nuclear 
pools. 


Explains Situation 


Answering this, Mr. Kelly said that 
his companies are participants in Mutu- 
al Atomic Energy Reinsurance Pool. 
Most of the mutual property insurance 
on nuclear risks was originated by and 
is serviced by these member companies. 
All such risks are rated by Nuclear In- 
surance Rating Bureau to which other 
rating bureaus have surrendered juris- 
diction. The reinsurance capacity of 
MAERP is available only on nuclear 
risks. 

Many of the large mutuals in MAERP 
have no other insurance on public utili- 
ty or large manufacturing risks. While 
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they have agreed to accept reinsurance 
through MAERP as a contribution to the 
development of the atomic energy in- 
dustry, they would naturally be reluc- 
tant to accept insurance otherwise on a 
power plant associated with a nuclear 
reactor, a type of risk on which they 
have no experience and for which they 
would have to secure facultative rein- 
surance. 


Even More Apprehensive 


Mr. Thomas commented on proposals 
to extend indemnity to incidents occur- 
ring outside the U.S. and to projects 
contracted for by government agencies 
other than Atomic Energy Commission. 
While opposing the basic concept of 
neither proposal, Mr. Thomas noted a 
fear that if they are adopted, further 
encroachment into areas of private in- 
surance will result. 

Mr. Thomas said that NELIA is even 
more apprehensive over the possibility 
that first dollar indemnity against the 
nuclear energy hazard will be extended 
to contractors for other agencies even 
though such agencies do not make a 
practice of extending first dollar indem- 
nity to their contractors. NELIA in no 
way seeks to have the government in- 
sure its own liabilities, Mr. Thomas 
said. Instead, it urges the government 
not to deprive insurers of an appreciable 
market. 


Mr. Thomas also opposed a proposed 
amendment to the atomic energy act 
which would give AEC final authority 
for settling claims for which insurers 
are solely liable. Casualty insurers have 
proved their ability to handle claims ef- 
ficiently, he said. Sole power given to 
AEC would create discord because of 
the contractual obligations of insurers 
to settle claims against their insured 
and because of the statutory duties im- 
posed by state laws. He recommended 
that the language of the amendment be 
qualified to pertain to claims made 
against the U. S., eliminating the lang- 
uage “or any other claim.” 

Mr. Yount, commenting on extension 
of indemnity to AEC contractors outside 
the U.S., noted that if the present poli- 
cy of AEC to require no financial pro- 
tection is maintained, private insurers 
would be deprived of the opportunity to 
participate in insuring such activities. 


Other Views 


Further evidence of the tendency to 
exclude private insurance is illustrated 
by a resolution adopted by Inter-Amer- 
ican Bar Assn. in connection with pro- 
posals at the diplomatic conference in 
Brussels. There is no provision in the 
resolution for private coverage in con- 
nection with hazards generated by nu- 
clear powered vessels or space vehicles, 
Mr. Yount observed. 

The problems of insurance and gov- 
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Maryland Casualty 
Promotes Jackson 


Maryland Casualty has appointed 
William L. Jackson resident manager 
at Los Angeles, where he has been 
manager of the casualty department. 
He succeeds John S. Mee, who has 
resigned to enter the agency business. 

Mr. Jackson joined the company in 
1949 and until 1954 was an under- 
writer in several home office depart- 
ments. After a year as an _ under- 
writer at Richmond, he was promoted 
in 1955 to manager of the casualty de- 
partment at Louisville. In 1960 he was 
transferred to Los Angeles. 


NAMIA School In Session 


A record enrollment of 57 students 
from 22 states and the Virgin Islands 
are attending the school sponsored by 
National Assn. of Mutual Agents at 
Oberlin College, Oberlin, O. David A. 
Ivry, associate professor of insurance 
at the University of Connecticut, is di- 
rector of the school, and Grant M. Os- 
born, professor of insurance at Ari- 
zona State University, is associate di- 
rector. 

NAMIA is accepting registrations 
for a one-week course in advanced 
agency management Aug. 7-11. The 
course will feature sessions on agency 
perpetuation, salesmanship and selling, 
shortcuts in agency management, ac- 
counting and cost control, and adver- 
tising and public relations. 


May Ask Dr. Reports On Drivers 

New Jersey’s coordinating council on 
traffic safety has ordered a study of 
the feasibility of the state requiring 
doctors to report to the motor vehicle 
bureau the names of motorists who 
suffer physical disabilities or who use 
narcotics. 





ernment indemnity, arising out of the 
peaceful uses of atomic energy, while 
somewhat unique, are in essence similar 
to those involved in many other ultra- 
hazardous activities undertaken for oth- 
er governmental agencies. It is impor- 
tant, therefore, that governmental 
agencies, industry and insurers not only 
maintain but intensify their efforts to 
develop a program which will make 
fuller use of the services that only pri- 
vate insurers are equipped to provide. 
This will reverse the accelerating ten- 
dency to turn to government indemnity 
to the exclusion of insurance, Mr. 
Yount concluded. 

Atomic Energy Commission also sub- 
mitted testimony at the hearing in con- 
nection with proposed changes in the 
atomic energy act. According to AEC, 
neither it nor the insurer pools have as 
yet received any claims. 
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Rennie Scrutinizes Research, Cites 
Values And Impact In Years Ahead 


Good market research in any field, 
including insurance, must be based on 
the consumer, Robert A. Rennie, vice- 
president Nationwide Mutual, declared 
in a talk at the southeast district 
CPCU institute at University of 
Georgia. 

Not only do insurance sales depend 
on meeting the needs of consumers, 
but the entire operating results of the 
insurer depend upon what kind of 
policyholder is secured. The consumer 
sets the rates for tomorrow’s opera- 
tions. ‘A company’s future competitive 
position will be determined by the 
quality of business written today. 


Market Research Function 


Under these conditions, market re- 
search in insurance is a function that 
pervades the entire company, Mr. Ren- 
nie said. The sales department has a 
role to play, but equally important are 
the underwriting, claims, and actu- 
arial departments. Effective marketing 
research calls for an integrated mar- 
keting plan which has a built-in 
quality control as well as a sales di- 
mension to guide the local agent in the 
selection of new business. 

“Greater certainty” for the customer 
is the most important product of the 
business. Specific policy forms may 
wither and die, but if the main goal 
in product design is to reduce the un- 
certainties facing policyholders, the 
business will be on the right road. 


Change In Auto Urged 


Automobile insurance offers the 
main opportunity for advancing 
greater certainty for the public, in 
Mr. Rennie’s view. Tort liability and 
the “adversary system” of settling and 
litigating claims create further uncer- 
tainty and sometimes ruinous unfore- 
seen losses for the victims of accidents. 
In addition, they create animosity and 
a bad public image for insurers. A 
system of voluntary compensation 
endorsements, on the other hand, 
would provide insurers with a more 
certain, calculable, and _ reasonable 
basis for administering claims losses, 


free from the aberrations of jury 
awards. 
Greater certainty can also be pro- 


vided through an extensive rehabili- 
tation service for the victims of auto- 
mobile accidents. Such a service, de- 
signed to restore the health and earn- 
ing capacity of injured claimants, in 
addition to being in the public interest, 
could be an effective defense against 
the exorbitant demands for lump-sum 
settlements. Mr. Rennie urged all auto 
insurers to consider their responsibili- 
ties and opportunities in using profes- 
sional rehabilitation services for seri- 
ous cases as an alternative to their 
present BI claims settlement practices. 

Mr. Rennie related the need for bet- 
ter market forecasting to cycles of op- 
erating gains and losses in casualty 
insurance. He is confident that im- 
proved market research projections 
can iron out these cycles. In fact, ef- 
fective management can take positive 
advantage of them and provide under- 
writing capacity when other insurers 
are restricting their markets. 


Total Coverage 


He sees some fundamental innova- 
tions ahead which will change tradi- 
tional operating methods. Most of 
these changes will be in response to the 
economic and population trends which 
are already under way. These innova- 
tions will revolve about the concept 
of an integrated all lines financial 
program, geared to the needs of the 
family over its life cycle. The changes 
will be intensified by the increasing 
competition within the casualty busi- 
ness, and its impact on insurance dis- 
tribution methods. All these trends 
point toward the need for better qual- 
ified and more professional insurance 
representatives who can plan the total 
insurance program of the family ef- 
fectively over its life cycle, Mr. Rennie 
declared. 

He noted that most people will not 
spend disproportionate amounts of 
their income on insurance or on any 
other specific item. This is part of the 
theory of consumer’s choice. Market 
research in insurance has made little 
use of this theory, although it is basic 
to any fundamental understanding of 
consumer spending in general, and 
insurance buying in particular. It 
would give insurance people a clearer 
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insight into why policyholders distri- 
bute their insurance buying the way 
they do, and would, Mr. Rennie be- 
lieves, help to resolve the sterile mu- 
tual fund-life insurance controversy, 
for example. 

Accurate market and economic fore- 
casting in insurance does not neces- 
sarily involve complex methods or an 
extensive staff, Mr. Rennie noted. 
Nationwide’s research staff has had 
reasonably good results using relatively 
simple models. For example, it pre- 
pared a management report in 1952 
entitled “The Outlook for Automobile 
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insurance.” It outlined correctly a 
revival of future interest in merit rat- 
ing and compensation plans. It also 
projected future automobile premiums 
for the company. Over an eight-year 
period, it forecast a growth of net 
written premiums of 133% by 1959. 
The actual growth was 134%. 

He believes that Nationwide’s re- 
search team had a better record in 
1960 than any of the nation’s top fore- 
casters. Its prediction of total national 
income in 1960, a recession year, was 
close. The actual gross national prod- 

(CONTINUED ON PAGE 32) 
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Revolutions Not What They Appear To Be 


(CONTINUED FROM PAGE 7%) 
startling contrast to its meaning and 
implications: 

“The said insurers take upon them- 
selves the risk of all perils of the seas, 
fire, jettisons, reprisals, robbery by 
friend or foe, and every other chance, 
peril, misfortune, disaster, hindrance, 
and misadventure even though they 
are such as could not be imagined or 
supposed to have occurred or be likely 
to occur. And the insurers are bound 





first to pay to insured the sums stipu- 
lated and to litigate afterwards.” 

This language in connection with 
any form of protection would create 
a national sensation if it were adver- 
tised today in Life magazine or the 
Saturday Evening Post. 

But this innovation in commercial 
coverage so far as is known is not 
available in these “modern” times. 
Today’s underwriting innovators might 
blanch at its commitments. This policy 
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was established in 1523 by ordinance 
by the merchants of Florence, Italy. 
You see, in those days, the market 
was the controlling factor in competi- 
tion, and insured called the tune. If 
this reawakens recent language from 
Washington and other areas, remem- 
ber that the present statements are the 
echoes and not the original. 


Real Innovation 


If it can be agreed that this ancient 
form goes far beyond any commercial 
cover now on the market, one may 
conclude, that present day commer- 
cial coverage innovators have suc- 
ceeded in circling back to a philosophy 
slightly less advanced than that of the 
underwriters in the days when Henry 
VIII ruled England. 

Perhaps these examples may be in- 
terpreted as part of a debunking 
process which is always fairly simple 
for a commentator who has no respon- 
siiblity for producing business, for 
underwriting it or paying the losses 
thereon. But debunking is far from 
the intention. It would serve no useful 
purpose and would be an affront to 
serious and respected members of the 
business. 

The purpose therefore, has been to 
put innovation in somewhat of a more 
realistic frame. Claiming novelty for 
things that are not new in basic prin- 
ciple is a fruitless pastime at best. It 
can bewilder the public. Even worse, 
it can delude those in the business who 
think they are breaking new ground 
when in reality they are trudging in 
ruts grown over with the grass of 
generations. 

Perhaps the term “innovation” with 
respect to insurance, has been some- 
what misapplied. In insurance it has 
been used in connection with gim- 
micks, and sometimes with respect to 
new packages that are not intrinsic- 
cally new at all. It has even been used 
to describe budget payment plans and 
merit rating, both of which are as old 
as many persons in the business. 

It is vitally important to realize that 
innovation in insurance has little or 
nothing in common with innovation in 
other products. For example, the new 
tail fin on a Cadillac is an innovation 
which in and of itself pleases the pur- 
chaser before any question of the use 
or durability of the product arises. He 
basks in the glory of being able to af- 
ford the newest in motor cars with 
the outward trappings to show his af- 
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fluence (or his credit rating). 

The stylish wearer of a new, narrow 
lapel suit is rewarded the very first 
time he dons it and looks into the store 
mirror with self esteem, supplemented 
by the admiring gasps of the salesman. 

In a new car and in many other prod- 
ucts, innovation pays off at once in 
customer satisfaction before there is 
any question of performance. 

How about insurance? It must be 
doubted that the average purchaser of 
coverage takes any satisfaction in the 
tangible policy which is handed to 
him, even though it is designed dif- 
ferently from his previous policies, and 
states that it includes all of the pro- 
tection for which he formerly pur- 
chased separate policies. The new one, 
like its separate predecessors, is tossed 
into a drawer—largely unread and 
surely not completely understood. 


Value Established 


Meaningful satisfaction for the pur- 
chaser of so-called innovation in in- 
surance policies cannot possibly come 
until a loss occurs, and the new cover- 
age is called upon to deliver perform- 
ance. At that point, and not before, the 
value of an insurance innovation is 
established. Before the loss, specula- 
tion about innovation is merely prom- 
issory. 

If the new policy performs as ad- 
vertised, it is a constructive innova- 
tion; if not, it is a poor one. It is im- 
portant to remember that both kinds 
may be on the market. 

It can be argued that innovations in 
packaging coverage have immediate 
value because they allow easier handl- 
ing by the company and facilitate the 
selling job for agents. This is true, 
but only with respect to constructive 
impact on the customer—first in terms 
of price and, for more important, in 
terms of performance delivered. 

Finally, those who advance claims 
that they have an innovation in cover- 
age are automatically under the obli- 
gation of proving that it is not just as 
good as the forms that went before, 
but better for the customer. Otherwise, 
the entire subject of innovation be- 
comes preposterous, meaning nothing 
more than changes that can be adver- 
tised for competitive purposes before 
the obligation for delivery of perform- 
ance is imposed. 


Performance Is Test 


Real innovation, then, lies not in the 
tangible grouping of coverages (that 
has been done for generations), nor in 
the novel methods of selling and bill- 
ing for them, but in the application of 
insurance company management’s 
highest skill and principles in making 
sure that the product cannot only be 
advertised as a better one for the 
money, but will perform up to that 
standard. 

In short, insurance innovation, un- 
like most others, must be judged not 
in the promissory but in the perform- 
ance stage. The place to look for in- 
novation then is in the company man- 
agement which strives to help its 
agents sell better products to people 
who need them, and which establishes 
and maintains high standards of claim 
settlement. Putting so-called coverage 
innovations in the hands of an un- 
changing and inefficient management 
is like giving children the family dia- 
monds as playthings. 

Over the long haul, it is not pro- 
ducts that compete. Managements 
compete. Products are the tools of 
competition, but management’s use of 
them is the final determinant of deliv- 
ery to the customer and hence of en- 
during success. The word “enduring” 
is used here with calculation, for in 
the current competitive struggle, the 
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final returns are not in by any means. 

Turning to the area of rate or price 
regulation, it is even more important 
to establish the difference between the 
promissory and the performance stages 
of insurance. 

Speaking from the sidelines of the 
business, it may be valid to observe 
that what regulators regulate is not 
the real price of insurance but the 
theory of price. 

Here is an elementary example: Mr. 
Lucky and Mr. Unlucky have identical 
values at risk—$1,000. They patronize 
different companies—but companies 
which do business under the same 
basic operating structure. (There is no 
reference in this example to direct 
writers, exclusive agency companies 
or traditonal companies.) The com- 
panies in this parable are of an identi- 
cal type, and the reader is free to ima- 
gine them to be whatever type strikes 
his fancy. 


Real Prices Differ 


Mr. Lucky insures his $1,000 risk for 
$10, and Mr. Unlucky does the same. 
In theory then they have paid the 
same price. But then, both have a loss. 
The losses are identical, each man 
losing $100 in values. 

Now Mr. Lucky has had the fore- 
sight or the good fortune to patronize 
the sales representative of a company 
with the highest management stand- 
ards which are translated into its claim 
practices. Mr. Lucky collects his $100 
loss without delay, without bother in 
filling out numerous forms and with- 
out loss of time. 

Mr. Unlucky, however, is visited at 
length by a loss man. A solid hour of 
his time is consumed in discussion and 
form completion. His time, let us say, 
is worth $3 an hour. After all this, Mr. 
Unlucky collects his loss payment, 
which under the management prac- 
tices of his insurer has been cut to 
$95. 

It would seem then, that Mr. Un- 
lucky has not paid the same ultimate 
price for his insurance as Mr. Lucky 
has. Mr. Unlucky’s price consists of 
the original $10, plus $3 in time con- 
sumed, plus $5 less in settlement, for 
a total of $18 against Mr. Lucky’s con- 
stant $10. 


Theory And Practice 





We may go one step further and 
inject another character into the 
price drama. This is the claimant who 
falsifies a loss and collects more than 
he is entitled to. His ultimate price is 
therefore even much lower than Mr. 
Lucky’s. He may even enjoy free in- 
surance and a profit thereon. 

A theoretical promissory price has 
therefore turned out in practice to be 
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variable, depending on the manage- 
ment of the insurer patronized. How 
much regulation is there on such vari- 
ation? How much could there possibly 
be? Most important, how much should 
there be? 

All of the foregoing loss experience 
of the parties concerned goes into the 
next wave of price setting by the com- 
panies involved and the regulation of 
those prices by insurance departments. 
But what the companies and regula- 
tors do is arrive at the next wave of 
theoretical prices on the class of busi- 
ness in question. 

Actual prices are only tested and 
paid by those who have losses. The- 
oretical prices apply only to those in- 
sured whose policies are put into a 
drawer and never tested. This repre- 
sents the distinction between promise 
and performance; the cost is apt to be 
quite different. 

This article will be concluded in a 
subsequent issue. 


St. Paul F.&M. Raises Four 


James A. Russeth has been ap- 
pointed special agent for St. Paul 
F.&M. in New Mexico, with headquar- 
ters at Albuquerque. He will assist 
Donald J. Jones, state agent. Mr. Rus- 
seth has been in the home office and 
has been assistant underwriter in the 
property department. 

At Atlanta, David J. Trettel has 
been named to assist Cliff Schabert, 
supervisor of the engineering-audit 
department. Richard F. Leibensperger 
has been named safety engineer and 
premium auditor at Columbus, and 
Charles D. Kuehn has been appointed 
to the same position at Aberdeen, S. 
D., servicing South Dakota, western 
Minnesota and _ southeastern North 
Dakota. 


Sued For $3 Million 


The Charles Dowd Box Co. of Wor- 
cester, Mass., has sued 38 insurers 
for $3 million in Suffolk superior court 
as a result of a fire in 1960. The suit 
seeks to recover for fire and business 
interruption loss. Earlier, the insurers 
had filed in the same court an action 
for declaratory judgment, alleging that 
insured had voided the coverage by 
failing to notify the rating bureau of 
the construction of an unsprinklered 
building. It was in that building that 
the fire started. 


Smith With N. J]. Agency 

Arthur P. Smith has joined Nelson & 
Ward, Jersey City agency, as executive 
vice-president. He has had 23 years 
in the business, most recently as sec- 
retary of Great American. 
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report Dick McAfee and Charlie Ricke, 
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“We covered a rodeo for a $1,250 premium 
with St. Paul’s Rain Insurance’’ 


*“We’re not big-city agents used to 
dealing with big-city exposures, but 
when the unusual came up—there was 
the St. Paul ready to help us!” write 
St. Paul Agents Dick McAfee and 
Charlie Ricke, Mercedes, Texas. 


“A rodeo company wanted a guarantee 
on gate receipts for 5 performances. 
We suggested St. Paul’s Rain Insur- 
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ance .. . closed the sale for a $1,250 
premium.” 
You, too, will be pleased with the 


St. Paul because in it you have a full 
multiple-line facility. One company 
offering MultiCover, Umbrella and 
Multiple Coverage Plans. 

Get full details . . . and find out how 
you can be a successful St. Paul Agent 
by writing your nearest St. Paul Office. 
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Van Nuise Advanced By 
Aetna Casualty In Pa. 


Aetna Casualty has named Robert 
W. Van Nuise manager at Harrisburg, 
. Pa. He succeeds C. R. Willis, who is 
Bey N =e retiring after 31 years in the post. 
cian j Mr. Van Nuise joined the company 
\ in 1939. He became superintendent of 














the underwriting department at Syra- 
cuse and assistant manager at Indian- 
apolis before going to Pittsburgh in 
1959 as assistant manager. He has 
most recently been associate manager 
at Harrisburg. 
Mr. Willis began his career at Har- 
risburg in 1921 and was chief under- 
writer before becoming manager in 
SEABOARD SURETY COMPANY 1930. He has been secretary of Central 


Pennsylvania Insurance Agents Assn. 





100 William Street, New York 38, N. Y. Hartford Fir a — 


To Its Training Center 

Hartford Fire has appointed Joseph 
(“Fe B. Greenwood and B. J. Casey Jr. in- 
structors in the fire and inland ma- 
rine section of the group training cen- 
ter. 

Mr. Greenwood joined the group in 
1951 as an automobile underwriter of 
New York Underwriters at New York. 

d Since 1954 he has been a special agent 
an at Cleveland. Mr. Casey joined the 
group in 1947 and was most recently 


inland ine special t for Con- 
UNUSUAL COVERAGES necticut and Rhode Island. 


Hanover Shares Offered 

Hanover has put on the market 
through First Boston Corp. and R. W. 
Pressprich & Co. 150,500 shares of 
stock at $44. This will bring the num- 
ber of Hanover’s outstanding shares to 
the total it had plus the total Massa- 
ATLANTA CHICAGO DALLAS chusetts Bonding had _ outstanding 
when the two companies agreed to 
merge. The latter’s 150,000 shares out- 
! standing were cancelled. 
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' Proceeds from the sale of the stock 
will be added to general funds of Han- 
over. 
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Warns Bankers Of 


Embezzlement Danger 


Though banks take special pre- 
cautions to see that the bank does not 
burn down, they do not take the same 
precautions to prevent embezzlements, 
F. Byers Miller, executive director of 
Assn. for Bank Audit, Control & Oper- 
ation, told a joint meeting of Ohio and 
Arkansas Bankers Assns. Few if any 
banks have been forced into liquida- 
tion because of fire. Yet one bank re- 
cently closed because of an embezzle- 
ment and with creditors getting 40 
cents on the dollar. 

Mr. Miller doubted if there have 
been any fire losses in the past year 
of $5,000, $10,000, $50,000, $100,000 or 
$500,000. Yet there have been such 
losses growing out of embezzlements 
during that time. According to the 
FBI in 1960 there were 1,771 indivi- 
dual cases of bank fraud, with re- 
ported violations totaling $7,400,000, 
for an average defalcation of $4,200. 
One out of every eight banks in the 
U. S. will report an embezzlement in 
1961. 

Motivation for embezzlement is 41% 
extending unauthorized credit to de- 
positors, 22% pressures from engaging 
in another business, 15% to meet living 
expenses, 14% gambling, and 8% care- 
less maintenance of records. Persons 
involved in embezzlements are 42.7% 
tellers, clerks and other operating per- 
sonnel; 30% cashiers; 12.7% managers; 
8.6% presidents; 6% vice-presidents. 

The area of greater danger is in 
banks with less than $10 million in 
assets and deposits, Mr. Miller said. 
That is because the larger banks have 
internal auditing and control. He urged 
adoption of controls by all banks. 


United Pacific Package 
Allows Discounts On 


Existing Policy Forms 

United Pacific and Cascade have 
filed a package policy program in 
Washington for farms, motels, apart- 
ments, retail stores and office build- 
ings that involves the use of existing 
policy forms with discounts allowed on 
premiums for various coverages when 
mandatory minimum coverage require- 
ments are fulfilled. To qualify for a 
reduction in premium, an endorsement 
is attached to the policies under which 
the insured agrees to keep mandatory 
coverages in effect until expiration. If 
this requirement is not met, premiums 
for all policies are increased to the 
regular filed current rates. 

The filing was submitted as an 
agency filing for fire and allied lines 
and as an independent filing for li- 
ability coverages. 


Mass. WC Increase Asked 


Massachusetts Workmen’s Compen- 
sation Rating & Inspection Bureau has 
filed for a 4.3% increase in WC rates 
to cover liberalized benefits voted by 
the last legislature. The insurance de- 
partment has called a hearing Aug. 8. 

Weekly benefits were increased 
from $45 to $50, maximum benefits 
from $14,000 to $16,000 for total dis- 
ability and from $15,000 to $18,000 for 
partial, and dependent benefits from 
$15 to $20. 


N. Y. Losses Rise 


For the first six months fire, EC, 
and sprinkler leakage losses in New 
York Board territory increased 22.4% 
in number to 7,160, and 10.4% in 
amount to $17,710,158. For June the 
two figures were up 15.5% and 26.3%. 
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Tells Tests For Rating Underage Drivers 


(CONTINUED FROM PAGE 2) 
the spread of driving experience of our 
group greater, the accuracy of predic- 
tion would be even better. 

At present the applicant is placed 
in one of four premium categories 
based on his score on the inventory 
(test). These premium _ categories 
range from the rate for adults (Group 
I) to a rate substantially higher than 
previously assessed (Group IV). The 
addition of this fourth group is so 
recent that no reliable results are avail- 
able concerning it, so in what follows, 
Groups III and IV will be combined 
and referred to as Group III. 


All Are Insured 

Screering occurs before a boy is 
permitted to take the inventory, so 
all who are tested are insured regard- 
less of test score if they wish to take 
out insurance. Placement in the pre- 
mium category is based strictly on 
test score (corrected for falsification 
and hedging on his part). The scoring 
is mechanical, cutting scores for the 
categories are fixed, and formulas for 
correction for lying or hedging are 
standard. Therefore, no element of 
judgment is involved in the placement 
of boys in premium categories. 

Tests are administered by company 
personnel at scheduled times at estab- 
lished testing stations. All scoring is 
done in the home office. The inventory 
runs about 300 items and takes an 
average of about 14% hours. Very few 
items concern driving. <An_ effort 
was made to make the test questions 
sufficiently subtle that they would not 
be easily falsified. However, four vali- 
dity checks are obtained, including a 
lie score, a comprehension score, and a 
hedging score. The examinees are 
warned before taking the test not to 
lie or hedge. They are told that scales 
to detect such test-taking attitudes 
are part of the inventory and that they 
will be down-graded for falsification 
or hedging. 


Predicting Accidents 

Our validity data are completely of 
a follow-up nature. All accidents here- 
in reported have been incurred since 
the testing began. None are retroactive 
nor are these data based on the anal- 
ysis of groups distinguished by prior 
accident record. Our validity data are 
based on the accuracy of the inven- 
tory in predicting which insured will 
be apt subsequently to incur accidents. 

To date, we have tested about 3,200 
boys. Two test forms have been used, 
Form O and Form R. Form R is now 
being used exclusively. Therefore, the 
population tested on O is relatively 


stable, while the R population is con- 
stantly increasing and changing. 

Determination of the percentage of 
the population falling in the three pre- 
mium categories is not a simple mat- 
ter. Cancellations and expirations are 
not randomly distributed but are con- 
centrated in Group III. To take 
those currently insured as represent- 
ing the population distribution for vali- 
dity evaluation would underestimate 
the number that had been in Group 
III and might have contributed claims 
before cancelling out. This would over- 
estimate the validity. The converse 
would be true if the percentage in the 
three groups immediately after the 
testing of those presently insured were 
used, or if the total number ever in- 
sured was used as the basis for com- 
parison of accident rate. 


Culpable Claims 

We have been able to follow up on 
some of the boys who have cancelled 
out and let policies lapse and know 
that a fair number have since had culp- 
able claims. However, we have been 
unable to follow up on the majority 
of those cancelled. If the test is valid, 
it is from Group III, where the can- 
cellation rate is the highest, that a 
heavy concentration of accidents will 
come. Use of the number in the cate- 
gories at the maximum as the base 
would seriously underestimate the va- 
lidity of the test. 

Therefore, the comparison percent- 
ages constituting the three test or 
premium groups are not based on boys 
insured in the Form O comparisons 
below. Rather, the total months that 
all boys in each group have been in- 
sured was computed. (From age of 
testing to present for those currently 
insured and from time of testing to 
cancellation or expiration for the 
others.) The total for each group was 
divided by the total months insured 
for all boys who took Form O and are 
or were insured. The base percentages 
for the three premium groups are then 
the percent of months of coverage the 
category constitutes rather than the 
percent of boys in the category. Be- 
cause of the constantly changing and 
rapidly increasing nature of the Form 
R population, this was not regarded as 
feasible. Hence the base measure here 
is the number of those currently in- 
sured adjusted for prior cancellations. 

Several indices of validity might be 
used. Frequency or number of culpable 
claims is an obvious one. The serious- 
ness of the accident (as judged by 
settlement data) is another. Data will 
also be presented dealing with multi- 
ple culpable claims, license revocations 
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Plan the protection 
with these values in mind 





@ Jewelry, silverware, furs, cameras, 
sports equipment, other valuable arti- 
cles. Many of your clients and pros- 
pects have a fairly large investment 
in these classes of personal property 
—one they want to protect. 

It’s good reason to recommend that 
the Personal Articles Floater be car- 
ried. No other policy provides the 
same “‘all risks’ protection on these 
valuables. Moreover, it can be written 











to round out the coverage of any of 
the homeowners’ package forms. 

In short, this inland marine floater 
offers special opportunities to pro- 
ducers who want to go a step beyond 
the basic package plans—by breaden- 
ing coverage, providing better value to 
clients. If you use this sales approach, 
point it up with the solid advantage 
that our service facilities can give in 
building inland marine volume from 
personal and business sources. 
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and suspensions, and comprehensive 
and non-culpable claims. 

The tabulation which follows is set 
up as a Chi square table. The first 
data column indicates the actual num- 
ber of culpable claims coming from 
each group (N=176). Next is shown 
the frequency of claims expected if 
the group contributed the same per- 
centage of claims that it constitutes of 
the population. A Chi square value of 
14.10 is obtained which, with two de- 
grees of freedom, is significant at well 
beyond the 1% level of confidence. 
The third data column is a ratio ob- 
tained by dividing column 1 by 2 and 
indicates the per cent of expectation of 
accident which the premium group has 
contributed. 


Actual Distribution 


of Culpable Theoretical Percent of 
Group Claims Distribution Expectation 
I 30 46 65 
II 78 82 95 
III 68 48 142 
Total 176 176 


Similar data are presented in the 
following tabulation for Form R. The 
Chi square value here is 21.44 which 
is clearly highly significant with 2 df. 

Actual Distribution 


of Culpable Theoretical Percent of 
Group Claims Distribution Expectation 
I 24 30 80 
II 35 56 63 
III 86 59 146 
Total 145 145 


We suspect that the discrimination 
would be considerably better if we 
could make a complete follow-up of 
the boys who voluntarily cancel or 
who are cancelled by the company. 
The voluntary cancellations concen- 
trate in Group III. All company can- 
cellations (decision to cancel is made 
without knowledge of test score) have 
been in Group III. We know of a 
number of culpable accidents of those 
previously insured, all in Group III, 
which are not, however, included in 
the above tabulation. 

Most studies comparing accident 
and accident-free persons have com- 
pared extreme groups, e.g., accident 
repeaters or persons with very poor 
accident and/or violation records. The 
above covers our range of insured 
which is, however, quite homogeneous. 
One would expect discrimination to 
be sharper and _ identification much 
easier when using extreme groups 
than when dealing with the total pop- 
ulation as one must do in most 
practical situations. That discrimina- 
tion is sharper is shown in the fol- 
lowing tabulation based upon insured 
who have had two or more culpable 
claims since being tested. The number 
of cases here is necessarily quite small. 
Form O 


Actual Distribution of 


Multiple Culpable Theoretical Percent of 


Group Claims Distribution Expectation 
I 2 6.3 32 
II 8 11.1 72 
HII 14 6.6 212 
. Total 24 24.0 


No Chi square was run on the above, 
due to the small cell frequencies. Nor 
is a similar compilation provided for 
Form R since the number of cases 
here is even smaller. However, on 
Form R Groups III and IV combined 


July 28, 1961 


have accounted for 89.5% of the mul- 


tiple culpable claims while these 
groups constitute about 41% of the 


population, so Groups III and IV have 
contributed claims at about 220% of 
expectation. 

Using Form O because of its stable 
population over the course of the 22 
months of follow-up and eliminating 
multiple accidents, 11.8% of the boys 
in Group I have been involved in a 
culpable accident, 17.6% of the boys 
in Group II and 25.3% of those in 
Group III have been. 


Settlement of Culpable Claims 


The tabulation above seems to in- 
dicate that more culpable claims orig- 
inate from Group III than would be 
expected and fewer from Group I. The 
data on settlement seem to indicate 
that the average claim settlement for 
Group III is greater than for Group I. 
This is shown in the column in the 
following tabulation headed “Ratio of 
Settlement.” The mean settlement for 
Group I is taken as 100 and the mean 
settlement for the other two groups is 
expressed as a percentage value in re- 
lation to it. Thus the mean settlement 
for Group III claims on Form O is 
172% of the mean settlement of claims 
from Group I. On Form R it is 128%. 

The settlement per insured can be 
obtained by dividing the number of in- 
sured into the total settlement value. 
Again the value for Group I is taken 
as 100 and the “per insured” settle- 
ment for the other groups is expressed 
as a percentage of this base. Thus the 
“per insured” settlement on Form O is 
343% as great for Group III insured 
as it is for Group I insured. The “per 
insured settlement” is not presented 
for Form R since the Form R popula- 
tion is constantly increasing while the 
Form O population is stable. Even so, 
the “per insured” settlement for Group 
III is over 25% that of Group I. 


Ratio of Per Insured 


Form Group Settlement Settlement 
Oo I 00.0 100.00 
I 90.29 129.54 
III 172.05 343.18 
R I 100.00 
II 113.36 
III 127.93 


As concerns Form O, the 1 to 3.43 
per insured ratio means that the com- 
pany is paying out about 3% times 
as much per insured (not per claim) 
in Group III as per insured in Group I 
in the settlement of culpable claims. 
Expressed differently, the premiums 
for boys in Group I could have been 
only 29% of those charged boys in 
Group III and an identical loss ratio 
on culpable claims would have been 
obtained for the two groups. 

Settlement data on multiple culp- 
able claims is striking. On Form R, 
boys in Groups III and IV constitute 
41% of the insured but have accounted 
for 98.4% of the multiple culpable 
claim settlements, or the 59% of the 
insured who fall in Groups I and II 
have accounted for only 1.6% of the 
multiple culpable claim settlements. 

While the inventory was developed 
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with the intent of predicting culpable 
claims and the key was verified on 
culpable accident groups, the distri- 
bution of claims under comprehensive 
coverage and non-culpable claims 
lends support to the assumption that 
the basic attitude of the driver effects 
his driving behavior and that these can 
be assessed with reasonable accuracy. 

A Chi square on the distribution of 
comprehensive claims on Form O is 
not significant but is for Form R of the 
inventory as shown below. 


Actual Distribution 


of Culpable Theoretical Percent of 


Group Claims Distribution Expectation 
I 10 50 
II 36 37 97 
Ill 50 39 128 
Total 96 96 


The Chi square on the above dis- 
tribution is 8.13, which is significant 





A bill has been introduced in Con- 
gress to strengthen resources of Fed- 
eral Savings & Loan Insurance Corp., 
which insures savings accounts in 
4,200 savings and loan institutions. The 
bill would require insured associations 
to make pre-payments of premiums 
into a secondary reserve of the corpor- 
ation. 
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How much would 
they collect from 


ACCOUNTS 
RECEIVABLE 


if records burned? 


Most folks try to be hon- 
"A est. They don’t intention- 
ally avoid paying their bills. 
But it is very easy to forget 
what you owe when the usual 
monthly statement fails to ar- 
rive. As a result, many busi- 
nesses never recover from a fire 
or other catastrophe in which 
their records of outstanding 
accounts are destroyed. 


“Shelby” agents protect 
f their clients from such 
losses by selling insurance to 
cover accounts receivable. The 
need is easily recognized. The 
business is simple to write. 
Protection afforded has saved 
many a business from bank- 
ruptcy. Are your clients pro- 
tected? 


"Sally Matt 


INSURANCE COMPANY 
o SHELBY, OHIO 


/ Qe 
FIRE & CASUALTY 
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at the 2% level of confidence with 
2 df. 

Not only does Group III seem to 
contribute more comprehensive claims 
than would be expected and Group II 
fewer on Form R, but the mean (av- 


erage) settlement is related to the 


groups. 

Mean Settlement Settlement 
Comprehensive Per Insured 
Form Group Claims in Group 

Oo I $46.83 $6.66 

II $46.33 $9.15 

III $79.01 $13.87 

R I $31.24 $1.32 

II $46.49 $3.73 

III $53.11 $5.60 


The values above are actual dollar 
values and are cumulative, not annual. 
The figures would seem to justify a 
graduated premium for comprehensive 
coverage rather than the uniform rate 
now generally in effect. 
Non-Culpable Claims 

These claims involve no legal liabil- 
ity on the part of the insured and 
hence generally, no payment by the 
company. Some of these claims un- 
doubtedly represent no moral or at- 
titudinal fault as well as no legal fault. 
However, some would probably never 
have occurred had the driver been of 
a different personality. In insisting on 
his legal rights or assuming that other 
drivers will be careful, insured may 
let himself in for an accident. The fol- 
lowing tabulation shows the actual and 
theoretical distributions of non-culp- 
able claims and the per cent of ex- 
pectation. Chi square on Form O 
barely lacks signiifcance at the 10% 
level (4.58), while it is not significant 
for Form R at this time. 


Actual Theo- 
Distrib. of retical Percent 
Non-Culp. Distri- of Ex- 
Form Group Claims bution pectation 
Oo I 14 22 64 
II 41 39 105 
III 29 23 126+ 
Total 84 84 
R I 9 14 64 
II 28 26 108 
Ill an 37 111 
Total 67 67 


While not designed to predict viola- 
tions, it would seem likely that the 
attitudes assessed by the inventory 
would be reflected in violation record. 
Thus far, we have made no effort to 
use violations alone as a criterion but, 
since it is necessary to file in the case 
of license suspensions or revocations, 
this information is readily available 
and can be checked against test score. 
The number of cases is small, however. 
On Form O, 16 boys have had their 
licenses suspended or revoked. Twelve, 
or 75%, have been in Group III. On 
Form R, we have had six such cases 
of which five, or 83%, have been in 
Groups III or IV. Both of these rep- 
resent over 200% of expectation. 

Corrected split-half reliability based 
on an N of 310 is 89. 

There is some relationship between 
the age of the examinee and his score. 
There are about 10% more boys in 
Group I and 10% fewer in Group III 
among boys who were 22, 23 or 24 
when they took the test than among 
boys who took it at ages 14, 15 or 16. 
There is a small but steady increase in 
the percent falling in Group I and de- 
crease of those falling in Group III as 
age increases. 

Based on 107 pairs of brothers, a 
correlation of .42 between test scores 
has been found when questionable 
(high lie, high hedging) cases have 
been eliminated. 

A comparison of the predictive ef- 
fectiveness of our psychometric ap- 
proach and the merit system is under 
way. 

The results of two years of experi- 
ence seem to verify our initial assump- 
tions concerning (a) the relation be- 
tween attitude and accidents, (b) the 
possibility of reasonably accurate clas- 


sification of insured on the basis of 
their attitudes, and (c) the practical- 
ity of adjusting rates for underage 
males on the basis of attitude assess- 
ment. 


Executives Discuss 
Competition, Rates 
In The Business 


(CONTINUED FROM PAGE 4) 
plete packaging approach in the mer- 
cantile field as that will have a tenden- 
cy to increase loss ratios. 

It is probably inevitable that devia- 
tions will continue with more and more 
companies offering them. The inflation- 
ary spiral grows apace and the public 
has now learned through radio and tele- 
vision programs that insurance can be 
bought cheaper. Here, too, a readjust- 
ment may have to be made in the per- 
centage of deviation as it is too great in 
many instances. Further, commissions 
on deviated business will probably also 
be reduced. 

We are not in favor of the file-and- 
use program. Despite all of the advan- 
tages of the program which the propon- 
ents allege, the fact remains that a com- 
pany can file any rate and any form it 
chooses and begin immediately writing 
business at such rate and form. The 
only way the company could be prohib- 
ited from using this rate or form would 
be by action of the commissioner of in- 
surance. If the commissioner objects af- 
ter the company has already put on its 
books a substantial volume of the type 
of business it is seeking, all that is then 
necessary is for that company slightly 
to modify its rates or the form and con- 
tinue writing the business, subject to 
another reprimand from the commis- 
sioner and another slight change in rate 
or form—ad infinitum. 


Your picture of the property insur- 
ance business is certainly not a cheer- 
ful one and the unfortunate thing about 
it is that to a good extent it is substan- 
tiated by the facts. The only thing that 
has not happened so far is a major de- 
cline in the stock and bond markets; 
possibly that will follow next. 

Competition is creating the problems 
to which you refer and the only way to 
meet competition is to tighten your belt, 
resurvey your operation, and combine 
the cutting of expenses with an im- 
provement of your product and an ag- 
gressive sales program. This is a large 
order, but under the spell of current re- 
sults the able people in the industry 
will accomplish it. 

Underlying everything is the prospect 
of substantial national expansion over 
the coming years. This leads me to be- 
lieve that although there never have 
been so many problems and pitfalls nei- 
ther have there been such golden oppor- 
tunities. 


Royal-Globe Appoints 
Padgette At Atlanta 


Royal-Globe has appointed Curtis D. 
Padgette associate regional manager at 
Atlanta. He will be associated with E. 
D. Schane, regional manager for Geor- 
gia, Alabama, Florida and Missis- 
sippi. 

Mr. Padgette was with Southeastern 
Underwriters Assn. before he joined 
Royal-Globe in 1947 as state agent at 
Roanoke. He was transferred to New 
York in 1953 as assistant agency sec- 
retary in the southern department and 
since 1955 has been an agency secre- 
tary. 
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today’s 
Minute Man 


..at the Middlesex Mutual and 
Lynn Mutual Companies assures 
you of fast action in solving 
service problems, and helps you 
to build sounder client relation- 
ships. Providing prompt, de- 
pendable, understanding service 
for their Agents is traditional 
with the “Minute Man Compa- 
nies”...among the oldest of 
America’s Mutual Fire Insurance 
Companies. More and more, 
today’s progressive Agents are 
turning to Middlesex Mutual 
and Lynn Mutual for the mod- 
ern coverages and superior serv- 
ice that assures them more 
successful growth. 
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Claims Experts Discuss Motel Packages 


(CONTINUED FROM PAGE 2) 


business. Attempts to overcome these 
claims difficulties may lead to extra 
fast settlement attempts, thus opening 
up opportunities for “‘fast buck” rings. 

These settlement considerations are 
particularly cogent, since some claims 
men view the motel packages as the 
ultimate assembly of the hottest casu- 
alty classes. The claims men see the 
casualty components as the dynamite 
cap that may blow losses sky high. 


Potential Losses 


These experts point to features 
which, singly and in combination, give 
cause for alarm. They note that the 
modern motel—theoretically the bet- 
ter risk in the class—is an astonishing 
enterprise. It combines the comforts 
of home with facilities for outdoor 
sports and unlimited opportunities for 
“indoor sports,” since it is fast becom- 
ing an entertainment center for those 
interested in night life. 

The ultra-plush motel now includes 
a night club which puts together the 
volatile combination of slippery dance 
floors and alcohol. Patrons leaving 
the night club of a motel with a pleas- 
ant “glow” do not take an elevator to 
their rooms as they would in a hotel. 
They climb stairs, sometimes two or 
three flights. If they are not ready to 
retire, but decide to go on to further 
fun, they take their cars out of the 
parking lots themselves, since attend- 
ants are not on hand. When they re- 
turn, they personally repark, with re- 
curring opportunities for accidents of 
varying degree. 

Many motels have swimming pools. 
No great imagination is needed to vis- 
ualize potential claims in this connec- 
tion, particularly where children are 
involved, as they often will be in fam- 
ily type establishments. Children also 
pose particular problems with regard 
to stairs and the type of thin railings 
with wide spaces used in many motels 
for decorative rather than practical 
purposes 


Other Considerations 


Quite a few motels are on or close to 
water. Boats sail menacingly into the 
potential loss picture. 

In some cases, transient help, which 
follows the sun, comprises the person- 
nel of motels at the rudimentary serv- 
ice levels. As in hotel risks, there is the 
possibility that some of this mobile 
help will be the finger men and women 
for crooks who prey on valuables in 
rooms. 

The “help” also poses problems in 
connection with workmen’s compensa- 
tion claims, growing out of activities 


Restaurant cut-off requirements and 
other precautionary features may not 
be insisted upon in some states where 
motels flourish. 

The claims men further note that 
where the company looks for owner- 
operated country motels, with a quiet 
clientele not likely to stir up casualty 
claims, there is the disadvantage of 
remoteness from fire protection. Some 
ultra cautious observers point out that 
many motels are being erected close to 
the fringes of airports, with conse- 
quent hazards from falling aircraft. 

No one has to imagine the suscepti- 
bility of motels to wind perils. A motel 
in the Florida Keys was wafted out to 
sea by Hurricane Donna, with a loss 
exceeding $250,000. Other motels were 
also severely damaged. Of course, 
these losses would have _ occurred 
whether or not the coverage was writ- 
ten in a package. But they would have 
been even harder to take if they had 
been written with a 25% discount. 

Claims men and some underwriters 
have still other reservations about the 
future of the motel package. They 
note that the new federal super-high- 
way building program poses the threat 
of by-passing a number of motels now 
doing a thriving trade. Insurers had 
better make it a matter of urgent bus- 
iness to learn at least as quickly as do 
the motel owners just where new 
roads are to be built. (Problems cre- 
ated by road building programs apply, 
of course, to many other classes of 
risk. ) 


Further Threats 


Insurers had also better note the 
built-in slack season that goes with 
motels in the “sunshine” states. Any 
period of lagging business, an econom- 
ic recession or a crisis in the owner’s 
or the operator’s personal financial af- 
fairs would pose a moral risk of the 
first order. 

Motel management is now catering 
to conventions. In order to tap the 
free spending conventioneers for the 
maximum of expense account money, 
and to keep all the spending on the 
premises, motel operators are search- 
ing for novelty attractions. Bowling 
alleys are one example. This tradi- 
tionally disastrous class certainly adds 
something to a package—dynamite. 

As rule of thumb, the more novel- 
ties a motel adds, the brighter the out- 
look for the operators and the darker 
it is for insurers. 

As noted, most of the comments on 
the future of the motel package reflect 
opinions. The recurrence of one opin- 
ion, however, commands respect. It is 
that the motel package epitomizes the 
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The Picture of Success 


OPPORTUNITIES 
UNLIMITED 


Jerome J. McCarthy is a new addi- 
tion to LaSalle—as new, at least, as 
our recently activated Burglary- 
Robbery Department which he now 
heads. No stranger to the business, 
Jerry is a mature and seasoned execu- 
tive. He is a serious student of in- 
surance, having accumulated years 
of experience in his chosen field of 
specialization at both general agency 
and company levels. 

Jerry is one of the important rea- 
sons why you will want to keep your 
eye on LaSalle in the Sixties. Ad- 
vance techniques and procedures, 
coupled with skill and imagination, 
will provide the master blueprint for 
agents and brokers seeking new 
heights of personal achievement. 
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CASUALTY COMPANY 


LA SALLE-WACKER BUILDING * CHICAGO 1 
Financial 6-7500 


A COMPLETE CASUALTY SERVICE: 


Accident & Health, Automobile Liability, 
Automobile Physical Damage, Garage 
Liability, Malpractice Liability, General 
Liability, Dramshop Liability, Plate Glass, 
Manufacturers’ & Contractors’ Liability, 
Workmen’s Compensation, Burglary & 
Fidelity, Bail & Other Court Bonds. 


in such service facilities as laundries COMPanies pell-mell rush into the @ As the country’s largest executive 


“The 
Minute Man 
Companies” 


MuUDDIESEX MUTUAL 
LYNN MuIVAIo 


Fire Insurance Companies 
CONCORD, MASSACHUSETTS 


and restaurants. These facilities may 
also be the source of other liability 
claims. 

A substantial body of claims may 
open up in the personal injury area— 
as distinguished from BI. This person- 
al coverage, formerly grudgingly 
granted by insurers on _ habitational 
risks, involves invasion of privacy, 
wrongful eviction, wrongful entry, li- 
bel, slander, false arrest and other 
coverages. They are offered at rock 
bottom prices under the new programs. 
They may come back to haunt the 
generous insurers. 


Fire And Wind 


Speaking on the fire side, claims 
men note that some of the merits of 
motels as fire risks have been vitiated 
with the introduction of restaurants 
which are located in the area where 
predominant values are centralized. 


marketing battle under the brave 
banner of rates. Just how much gen- 
eral planning and forecasting has gone 
on at underwriting headquarters is a 
matter of doubt. Claims men are in- 
clined to think that the battle has 
been joined for motel package business 
without too much planning, and that 
the “winners”’—those who get sub- 
stantial shares of this market at the 
new low rates—may ultimately be the 
“losers” when the skirmishing is over 
and the real war begins with the com- 
pilation of losses. 


Indiana Shifts 2, Names I In Field 
Indiana Ins. Co. has transferred two 
of its field men, William E. Andreae 
and William D. Glasson, to Ham- 
mond. Mr. Andreae has been at South 
Bend and Mr. Glasson at Indianapolis. 
In addition, Robert E. Myers has re- 
joined the company as a special agent 


placement service, we can find a man 
the career opportunity of a lifetime. 


Our national ceverage puts us in 
touch with employers in any part of 
the country. 


Employers call on us in their search 
for EXECUTIVE Personnel. 


Opportunities are currently available 
in all categories: LIFE, FIRE, CASU- 
ALTY, BOND, A&H. 


CADILLAC is where more executives 
find their positions than any where 
in the world. 


H. J. ROBERTS, 
Manager - Insurance 


All inquiries and contacts 
are confidential. 
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Gerber Discusses 
Rate Adequacy 


(CONTINUED FROM PAGE 1) 
changes in coverage, for deviations, 
etc. It is only in retrospect that a com- 
missioner has a chance to try to un- 
derstand the impact of these filings 
and the pattern they are creating. 

He said he is not concerned in IIli- 
nois with the question of excessiveness 
of rates. It is some time since a signifi- 
cant rate increase has been asked for, 
a situation that might lull some per- 
sons into a sense of security. The sum 
total of increases is negligible in 1961, 
occurring only in boiler, garagekeepers 
liability and commercial carriers 
liability. But Mr. Gerber pointed out 
that this demonstrates a failure or a 
weakness ‘1 the relationship between 
the results of the companies in 1960 
and their current filings. While this 
applies only to Illinois, he said he as- 
sumes it is typical. 


An End To A Trend 


Noting that the trend of improving 
experience came to a halt in 1960, Mr. 
Gerber said the incompatibility of ex- 
perience and current filings is an 
anomaly that deserves attention of 
those in the business. Filings are being 
made to increase benefits without call- 
ing for an additional premium. In one 
state contiguous to Illinois there has 
been a rate decrease on a package 
policy and additional coverages are 
being offered. 

Package policies are a good thing, 
Mr. Gerber said. They pool risks and 
reduce costs and thereby justify a 
lower rate. At the same time, devia- 
tions to these packages are justified 
principally on three bases: 

1. A lower acquisition cost (lower 
commissions), the prime reason for 
most deviations; 

2. A contemplated reduced cost be- 
cause of packaging (the very same 
reason that the original package is of- 
fered at a lower cost and, therefore, a 
premise that deserves attention); and 

3. Selective underwriting (a factor 
for which a number of companies can 
show statistics proving their success). 

If selectivity is a criteria in rate 
making, how is the public affected? 
Mr. Gerber wondered. He said he has 
noticed lately a “surprising number of 
wholesale cancellations” as well as 
cases of companies cutting out an 
agency entirely. A market dedicated 
to lower cost may mean winning the 
battle and losing the war, he stated. 


Disparity In Methods? 


Mr. Gerber wondered whether there 
is such a disparity in methods of doing 
business as to affect the capacity of 
companies to issue policies at different 
rates. The time has come for the en- 
tire industry to be forthright and re- 
cognize the transitional period through 
which it is undergoing, he said. He 
asked if sound business practices are 
being employed. If so, it is all to the 
good, but if not, the companies will 
have to admit it and make changes. 
Lower rates are not an end in them- 
Selves if the consequences of them are 
not in the best interest of the policy- 
holders. 

Insurance management will have to 
give credibility and weight to the ef- 
fect their conduct and actions will have 
on the public in the ‘future, he con- 
cluded. ‘ 

William Martin, midwest manager of 
National Board, asked Mr. Gerber 
after his formal talk if NAIC endorse- 
ment of the prior approval system of 
rating as voted at Philadelphia is in- 
consistent with the fact that some 
states use different systems. Mr. Ger- 
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Regulation Plan Stirs 
Up Scant Attention 


(CONTINUED FROM PAGE 1) 
role and the accompanying premium 
taxes, nor of the difficulty of getting 
Senators and Congressmen to vote for 
a charter proposal that would go 
counter to the wishes of the state 
governments back home. 

Proposals for federal regulation of 
the insurance business have been made 
from time to time, such as at the 
hearings conducted by former Sen. 
O‘Mahoney in the course of the insur- 
ance phase of the investigation by the 
Senate anti-trust and monopoly sub- 
committee headed by Sen. Kefauver. 
Many insurance people feel that fed- 
eral regulation would be a welcome 
relief from the multiplicity of state 
jurisdictions—if federal regulation 
would actually supersede state regu- 
lation. Since it is generally felt it 


would not but would merely add a new 
regulatory authority, the industry po- 
sition has consistently been to keep 
things the way they are. 

Some of the insurance people who 
read the report of the commission on 
money and credit wondered whether 
there was any connection between the 
federal insurance charter recommen- 
dation and the fact that the commis- 
sion’s chairman, Frazar B. Wilde, is 
also chairman of Connecticut General 
Life, the company that recently won 
the final round in a_ hard-fought 
legal contest with the New York de- 
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partment over the right of a life in- 
surer to own a fire-casualty insurer 
without losing its New York li- 
cense. Queried by THE NATIONAL UN- 
DERWRITER, Mr. Wilde said the suit 
against the department was not a fac- 
tor in the commission’s decision to 
adopt the charter recommendation, nor 
should the recommendation be taken 
as an indication that he was embark- 
ing on a crusade against state regul- 
ation of insurance. Other than that, he 
said that in view of his being chair- 
man of the commission he would pre- 
fer not to comment on the report. 
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ber said the NAIC action reflects the 
overriding view of what the commis- 
sioners feel is best in general, al- 
though in certain states other ap- 
proaches could be as good or better. 

Ray I. Walker, resident vice- 
president of U.S.F.&G. at Chicago, 
asked Mr. Gerber if he was expressing 
apprehension over rate levels as they 
relate to individual companies. Mr. 
Gerber said that commissioners are 
concerned about the possibility of com- 
petition being carried to such an ex- 
tent as to threaten solvency of a num- 
ber of insurers. This concern is ex- 
pressed in his subcommittee report to 
NAIC. 

Frank Miley of Alexander & Co. 
agency wondered if Mr. Gerber 
thought deviations and increases in 
coverage at no additional cost will 
cause a restriction in the market and 
what can be done about it. 

If selectivity is a factor, a tightening 
of the market will have to result, Mr. 
Gerber said. The recent cancellations 
are an example of this. The public 
resents being cancelled. People would 
rather pay a higher rate based on ex- 
perience and explanation than be 
treated as inferior risks, Mr. Gerber 
said. Cancellations don’t create the 
image of insurance that the business 
is endeavoring to maintain. 


Tubergen Retiring 

Theodore A. Tubergen, chief exam- 
iner of the Michigan department and 
a member of the examining staff since 


1936, has announced his imminent re-_ 


tirement and was honored at a retire- 
ment luncheon this week by fellow 
employes and friends. He is being suc- 
ceeded by Donald W. Fritz, assistant 
chief. Mr. Tubergen has held the chief 
examiner’s post since 1956 and has 
directed receiverships for six insurers 
and has served in an advisory capacity 
in numerous mergers. He intends to 
continue in insurance as a consultant. 





AVAILABLE 
FOR FLORIDA 


14 years experience multiple line stock company 
as field man, branch manager, and vice presi- 
dent. Five years sales management multiple line 
Mutual. Successfully employed, not distressed 
merchandise but am relocating in Florida. 
Would like position in management or as field- 
man with future. Consider local or general 
agency if financial interest could be acquired. 
Age 45, married. Write A-3, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 





PROPERTY UNDERWRITER 


Medium sized capital stock company has inter- 
esting vacancy for a capable young man who is 
interested in growing with our expanding organ- 
ization. Individual selected must have a mini- 
mum of three years property ———_ ex- 

rience and two years of college training. 
nterest and willingness to broaden experience, 
increase his knowledge Is essential. Position lo- 
cated in northern Illinois. Relocation at company 
expense. Please furnish full details to Z-35, Na- 
tional Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, Illinois. 


INSURANCE COMPANY STATE AGENT 


Multiple Line, A rated Insurance Company ex- 
panding operations to Indiana. Need experi- 
enced, aggressive field for develop t, 
with full branch office operation ultimate aim. 
A real opportunity for a qualified man with 
agency contacts and familiar with state rules, 
rates, and coverages. 

— open. Contact Personnel Dept. Commer- 
cial Standard Insurance Company, P. O. Box 
12216, Fort Worth, Texas, by letter only. Enclose 
photograph if available. 











MARINE SPECIALIST—AGE 28-35 


WITH MINIMUM FIVE YEARS EXPERIENCE IN 
COMMERCIAL INLAND AND WET MARINE. 
RESPONSIBILITIES WOULD INCLUDE UNDER- 





METROPOLITAN AGENCY LOCATED 
IN DWEST. AN UNUSUAL OPPORTUNITY 
FOR MAN WITH CHARACTER, ABILITY, EN- 
ERGY AND PERSONALITY. SUBMIT COMPLETE 
RESUME IN CONFIDENCE TO Z-86, NATIONAL 
UNDERWRITER CO., 175 W. JACKSON BLYD., 
CHICAGO 4, ILLINOIS. 








CASUALTY MANAGER 


Highly successful, major, national multiple line 
company seeks an experienced casualty (prefer- 
ably including workman’s compensation) under- 
writer as casualty manager. West Coast location. 
Minimum of 8-10 years’ underwriting experience 
with at least a part supervisory. 

Outstanding opportunity for the right man. Please 
send complete details in confidence to Z-75, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill. 








FLORIDA OPPORTUNITY 


Multiple Line Agency Mutual Company in- 
terested in experienced insurance man to travel 
the State of Florida. Territory well developed. 
Good Company training program. Write Z-87, 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








WILL FREE FLORIDA PRODUCER 


from paper work. Due to physical handicap, 
42-year old New York producer with 2! years 
experience in own agency urgently seeks office 
work as employee in Florida agency. Write 
NY-66, National Underwriter Co., 17 John St., 
New York 38, N. Y. 








WANTED—INTEREST IN AGENCY 


Casualty and surety company branch manager 
with 22 years insurance experience wishes to 
purchase interest in good sized agency in grow- 
ing city east of Mississippi. Please indicate 
approximate annual premium volume in reply 
to Z-91, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 











Opportunity for young man under 35 with all 
lines experience. CPCU desired but not manda- 
tory. Option for part-ownership in rapidly grow- 
ing General Agency, Detroit, Mich. area. Volume 
excess of 300,000. Send resume to Z-95, National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, 
Ilinois. 








SPECIAL AGENTS 
FOR ACCOUNT EXECUTIVES 


We are looking for experienced special agents 
and account executives to represent large com- 
pany producing automobile insurance. Now con- 
sidering applications for Michigan, Wisconsin, 
Missouri, Kansas, Indiana and Illinois. Excel- 
lent opportunity for good earnings and ad- 


vancement. Send resume to A-2, National 
Underwriter, 175 W. Jackson Blvd., Chicago 
4, Itinois. 








BROKERAGE ACC’T. EXEC. 
N. Y. broker with heavy commercial and indus- 
trial experience in fire, casualty, inland & surety 
desires position with energetic brokerage firm, 
agency or carrier. Highly qualified—relocate. 
Write Z-66, National Underwriter, 175 W. Jack- 
son Blvd., Chicago 4, Ill. 








MULTIPLE-LINE SPECIAL AGENT 


America's fastest growing Agency-Stock Group- 
with competitive products—needs an experi- 
enced, sales minded fieldman for agency de- 
velopment work in Eastern Pennsylvania. Man- 
agement opportunity. Send resume in_confi- 
dence to Z-88, National Underwriter, 175 W. 
Jackson Bivd., Chicago 4, Illinois. 











AVAILABLE 


Chicago Claims Manager wants new con- 
nection. Attorney, age 40. Fire and CAS- 
UALTY experience. Write Z-90, National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 








UNUSUAL OPPORTUNITY 


Fire Executive, age 30-45, wanted to head new 
Fire underwriting and claims department of 
a+ rated Southern company operating coast 
to coast. Reply stating fully experience and 
qualifications. Write to Z-93, National Under- 
writer, 175 W. Jackson Bivd., Chicago 4, Ill. 








CHARTERED COMPANY SOUGHT 


Group seeks to buy dormant or semi-dormant 
casualty and fire company chartered in any of 
50 states. Will consider joint venture. Write NY- 
67, National Underwriter Co., 17 John Street, 
New York 38, N.Y. 








PERSONNEL DIRECTOR 


Dynamic multiple-line Insurance group with 3£0 
employes has immediate Home Office opening 
for top flight personnel officer. This is a key 
management position. College degree and five 
years personnel experience necessary. Location 
in small city with excellent schools and re- 
creational facilities. Please send resume to 
Celina Insurance Group, Celina, Ohio. 








WANTED—FOR BOND DEPARTMENT 


Large progressive Multiple Line Stock Company 
has attractive position in Chicago for experi- 
enced bond man with potential to advance to 
Bond Manager after a maximum of two years 
training. This is a good opportunity for the 
right man. Write giving full particulars to Z-97, 
National Underwriter, 175 W. Jackson Bivd., 
Chicago 4, Illinois. 








MANAGER FIRE UNDERWRITING 
DEPARTMENT WANTED 


Texas based national multiple line Company 
needs top flight manager of home office Fire 
division. Prefer one with Southwest experience. 
Reply in confidence, giving resume to Z-98, Na- 
tional Underwriter, 175 W. Jackson Bivd., Chi- 
cago 4, Illinois. 
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| Studies Malpractice Suit Growth 


| (CONTINUED FROM PAGE 8) 

the growing number of circumstances 
in which the physician examines but 
does not treat. 

Although the subject of medical 
professional liability is not a new prob- 
lem, it has, through a combination 
of circumstances, recently demanded 
an inordinate amount of attention from 
individual physicians and medical or- 
ganizations, Dr.- Allman said. Some of 
the causes for this increased emphasis 
are the tendency of the public to seek 
financial redress for real or imaginary 
damage; more frequent and higher 
jury awards; and inflation, necessitat- 
ing higher payments for claims, judg- 
ments, and defense. 

The unfavorable comments in lay 
magazines and on radio and TV shows, 
dealing with increased costs and medi- 
cal care in general have created an- 
tagonism toward the physician. The 
favorable articles on new drugs, meth- 
ods of treatment, and “miracle sur- 
gery” have, in some instances, been 
sufficiently exaggerated to lead the 
public to believe that anything less 
than a perfect result is per se evidence 
of negligence. 

Dr. Allman admits that there are 
cases in which a patient suffers injury 
as a result of accidents or carelessness 
or ignorance on the part of a physician. 
The persons injured as a result of such 
accidents or inefficiency have a right 
to be and should be compensated. 
That is why physicians carry profes- 
sional liability insurance. 

However, as a result of a study of 
professional liability, which AMA has 
been conducting for the past several 
years, it has been substantiated that 
many, possibly the majority, of all 
professional liability claims and suits 
are not justly founded. 


Physicians’ Reaction 


If the present trend continues and 
if a physician must become increas- 
ingly apprehensive of legal suits, his 
own aggressive instinct will inevitably 
in some measure, overcome his human- 
itarian and professional motivations. 
Such a doctor will be inclined to give 
too much time to protecting himself 
and less to the care of his patients. He 
may hesitate to assume responsibility 
in a case where the prognosis is poor. 
He will have a tendency to omit highly 
successful, but slightly dangerous, 
medical procedures. 

Whether medically indicated or not, 
he will exhaust every possible labora- 
tory aid in every case. He will, at the 
slightest indication, bring consultants 
into the case; he will prefer to keep 
the patient a longer time in the hos- 
pital than is necessary. By these 
means, although the cost to the patient 
is increased, the hazard to the attend- 
ing physician will be reduced, Dr. All- 
man said. 

If physicians were always able to 
effect a cure, there would be no 
problem. But deaths, unexpected 
results, continuing disabilities, and 
complications occur and will continue 
to occur. There is always the chance 
that there may be some unfortunate 
result, sometimes fatal, without negli- 
gence on anyone’s part. 


Panels Constructive 


A heartening development has been 
in the field of malpractice review 
panels. Thus far, per-trial medical 
professional liability review commit- 
tees exist in Pima county (Tucson), 
Ariz; Scott county (Davenport), Ia., 
and Washoe county (Reno), Nev. The 
basic purpose of these plans is to 
prevent the filing of unfounded suits 





and to facilitate the fair and equitable 


disposition of claims. 

In California, medical professional 
liability panels have been established 
in three metropolitan counties: San 
Francisco, Los Angeles and San Diego. 
The purpose of the California plan is 
to make a panel of physicians avail- 
able for consultation and as witnesses 
in cases of alleged medical malprac- 
tice. The overwhelming majority of 
attorneys and physicians who have 
had experience with this panel system 
believe that is is providing a public 
service and that it should be continued. 

The Utah State Medical Assn. has 
a program whereby a plaintiff’s at- 
torney, involved in a tort action, may 
obtain the assistance of a medical 
witness by application to the associa- 
tion. This program is working out very 
well, Dr. Allman reported. 

Turning to a broader area in his 
discussion, Dr. Allman said that since 
seven of 10 personal injury cases are 
decided on medical rather than legal 
considerations, cooperation between 
attorneys and physicians is increasing- 
ly important. He revealed that 92.1% 
of attorneys in the insurance law, judi- 
cial administration and criminal law 
sections of American Bar Assn., indi- 
cated in reply to a survey that they 
need expert medical testimony in their 
practice. 

The physician must realize that he 
has an obligation to himself, to his 
profession, and to the public to coop- 
erate with the legal profession and the 
judiciary in providing sound, impartial 
medical testimony under whatever 
mechanism exists in his particular 
locale. 

He must also recognize the impor- 
tance of the medical report and be 
prepared to produce it—quickly and 
completely. Of course, the attorney 
can help the physician in this matter 
by letting him know what kind of 
information is required. Actually, the 
medical report is the complete basis 
for the preparation and trial of the 
medical phases of the case. If a phy- 
sician produces a comprehensive med- 
ical report, chances for an equitable 
settlement are greatly enhanced, and 
his appearance in court will probably 
not be needed. 


More Doctors As Witnesses 


Dr. Allman believes that more and 
more doctors are appearing as wit- 
nesses, that they are preparing better 
medical reports and that they have a 
better understanding of their role 
as medical witnesses. At the same 
time, he believes that more and more 
attorneys and jurists are taking into 
full consideration the fact that phy- 
sicians are extremely busy people. 
Lawyers are keeping the doctor posted 
on when he will be needed in court. 
And judges are calling physicians to 
the witness stand promptly after they 
have arrived in court. 

Dr. Allman said that the three-sec- 
tion survey of ABA members showed 
that 70% of the attorneys felt that 
relations with physicians were good or 
excellent. He can recall when the cli- 
mate was anything but good, and he 
feels that the improvement is the re- 
sult of earnest effort by individual 
physicians and attorneys and by their 
respective associations. 


American Promotes Mitchell 

Carroll D. Mitchell has been pro- 
moted to manager of the fire and ma- 
rine underwriting department at Den- 
ver of American group. He has been 
with the company since 1948 at Den- 
ver, becoming fire and marine super- 
visor in 1958. 
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American F.&C. 
Forms Life Insurer 


' 


' 


. | 
American Pioneer Life has been or- 


ganized at Orlando, Fla. Authorized | 


capital is $5 million, consisting of 2% 
million shares of $2 par value stock, 
The company is a subsidiary of Ameri- 
ean Fire & Casualty, which writes 
approximately $10 million in fire and 
casualty premiums a year. Another 
member of the group is a reinsurer, 
American Independent Re. Currently 
licensed in Florida, the new life com- 
pany will be entered where American 
Fire & Casualty operates—17 states, 
District of Columbia and Puerto Rico. 
The company will operate primarily, 
but not exclusively, through American 
F.&C. representatives. 

Offciers of American Pioneer are 
Walter L. Hays, president; George S. 
Bradshaw, Ist vice-president and 
treasurer; Darell G. Haass, executive 
vice-president; Charles E. Hager, Billy 
L. Hays, Baxter M. Porter, Charles T. 
Williams, Jr., vice-presidents; Mrs. 
Dorothy C. de Noyelles, secretary; and 
Charles W. Eady, comptroller. 

Mr. Hays is president of American 
F.&C. and American Independent Re. 
Mr. Bradshaw is 1st vice-president of 
those two companies. 

In addition to Mr. Hays and Mr. 
Bradshaw, directors are Robert T. 
Anderson of Orlando, senior member 
of law firm of Anderson, Rush, Ward 
& Dean; H. R. Cloud, Orlando, presi- 
dent and member of advisory board 
of Minute Maid Co.; Allen C. Grazier, 
St. Petersburg, partner in law firm of 
Grazier & Coit; Robert R. Guthrie, St. 
Petersburg, retired merchant and di- 
rector of Allied Stores Corp.; and Al- 
bert Roberts Jr., St. Petersburg, gen- 
eral partner in New York investment 
firm of Goodbody & Co. 


Landwehr Found Guilty 


William B. Landwehr, former agent 
at Indianapolis, St. Louis and Clayton, 
Mo., and currently a partner in an 
agency at Evansville, Ind., was found 
guilty in federal court last week of 
transporting a stolen automobile from 
Maplewood, Mo., to Evansville last 
April. Conviction on this charge, based 
on the purchase of the car from a 
dealer with a check for $325 on a bank 
in Centralia, Ill, which had only 50 
cents in Mr. Landwehr’s account, calls 
for a sentence of up to five years in 
jail. 

Mr. Landwehr is also charged with 
using the mails to defraud in an in- 
surance plan in which he represented 
himself as an agent for several alien 
companies. 


OTIS CLARK & CO. 
—— Reinsurance 


FACULTATIVE 
© 


TREATY 
* 

| Dp. @ BF Dh 
+ 


206 SANSOME ST. 
SAN FRANCISCO 4 
PHONE EXBROOK 2-S168 





XUM 


—E 





July 2 


IN/ 


agenc: 
agree! 
the n¢ 
lowan 
years 
been | 
missic 
termi! 
straig 
vance 
imbul 
the ni 
Col 
that 1 
amou 
four 
tic te 
tende 
gram 
busin 








ee 
=] 
fe 








6 | 





.UM 


IIB icc ot 





July 28, 1961 


FieNATIONAL UNDERWRITER 


INA Has New Aid To Agencies Plan 


(CONTINUED FROM PAGE 1) 
agency entering into an agency builder 
agreement for a significant portion of 
the new salesman’s salary and car al- 
lowance for a maximum period of four 
years until such operating costs have 
been repaid North America from com- 
missions credited. Then the agreement 
terminates and the salesman is on a 
straight commission basis. Monies ad- 
vanced by North America will be re- 
imbursement to the agency and not to 
the new employe. 

Continuation of the plan requires 
that the salesman produce a minimum 
amount of commission each month for 
four years. Failure results in automa- 
tic termination unless specifically ex- 
tended by mutual agreement. The pro- 
gram specifically provides that all new 
business produced under the agree- 
ment belongs exclusively to the agen- 
cy and is 100% under its direction. The 
plan is a cooperative effort to reaffirm 
the company’s belief in the future of 
the agency system. 

The program has been under test 
for several years in cooperation with 
a number of agencies. Earl Pardue of 











Confidence... 


Your client’s confidence is your 
most valuable asset. Where 
property values are in question, 
always refer’ your client to a 
nationally known, reliable ap- 
praisal firm. 
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Burlington, N. C., was at the luncheon 
to explain how successfully the pro- 
gram is functioning in his agency. He 
has had a young man in training for 
eight months who is well ahead of his 
production quota schedule. The pro- 
gram, he said, helps eliminate the 
three problems that have prevented or 
slowed down addition of sales person- 
nel in the independent agency in the 
past—cost, training, and high number 
of failures. The plan increases the 
chances of success by helping select 
the person to be employed. 

Mr. Smith commented that in one 
case the company interviewed 150 
persons before finding one whom apti- 
tude and other testing showed to be 
qualified for success in insurance sales. 

The plan was developed by the com- 
pany’s business development depart- 
ment in cooperation with its newly 
created agency affairs unit- 

Mr. Smith pointed out that the 
agency system has not grown in pro- 
portion to the market potential. Most 
agents feel that they cannot get over 
the economic hump of adding another 
salesman to their offices. Agents have 
not been able to attract and hold 
enough new, young, and aggressive 
salesmen. 


Partnership Agreement 


The plan is on a partnership agree- 
ment. It is carried out in the agent’s 
own office. Mr. Smith emphasized that 
the business belongs to the agent first, 
last, and always. The agent maintains 
complete independence at all times. 

He said he believes this plan repre- 
sents the kind of cooperation and ac- 
tion to cure one of the ills of the agen- 
cy system. He said it is time agents 
and companies stop talking and start 
doing. He recalled that five or six 
years ago North America made it 
plain it would welcome cooperative 
action by a broad cross section of the 
traditional stock company-independ- 
ent agency business to seek solutions 
to the competitive ills of the busi- 
ness: In the absence of such a forum, 
the company declared its belief that it 
and its agents had to attack these 
problems even if it meant doing so 
alone. He pointed out that the com- 
pany proceeded. It formed a life com- 
pany to round out its facilities and put 
its agents in a position to satisfy all 
the needs of their customers. It de- 
veloped numerous multiple line forms 
designed to meet the problems of big 
and little business, commercial and 
personal lines. They have helped 
agents to compete and enlarged their 
profit opportunities. The company 
“hammered down” its rates as low as 
was consistent with profit in order to 
assist agents with a price conscious 
public. 

The company also, he added, pur- 
chased the Patterson, Bell & Crane 
agency of Charleston, W. Va., to learn 
how the company-agency partnership 
can be improved, how handling ex- 
pense can be reduced, accounting 
streamlined and integrated between 
agency and company, policies may be 
made more salable, and marketing 
practices may be bettered. 

He said the company presently has a 
team working on the relationship of 
many of these problems to electronic 
data processing, in which field North 
America has developed and is using 
what is said to be the first completely 
integrated basic system. 

Mr. Smith said he hoped other com- 
panies would get into agency develop- 
ment, since what is good for the busi- 
ness an a whole is good for North 
America: 
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He has policyholders, 


he has companies, 
and if he wants to increase 
his earnings 


he has a partnership with the Worcester. 
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Editorial Comment 


The Long Term Fire Policy 


The announcement by Zurich that 
it had dropped its three month pay- 
ment plan because of lack of interest, 
and the introduction in several states 
of a continuous homeowners policy, 
add interest to the discussion of a long 
term fire policy that appears in the 
summer issue of the Annals of Society 
of CPCU. Walter Williams, assistant 
professor at Indiana University, ex- 
plores the possible benefits to insured, 
company, and agent that would accrue 
from such a policy. 

Mr. Williams suggests that three and 
five year fire policies have several 
disadvantages partly because of the 
short term nature of the contract. 
These consist of a lack of contractual 
benefits accruing to the policyholder 
who continues to renew his policy with 
the same company, a failure of the 
rate structure to take into account 
possible differences in the human risk 
element, and an agent-insured arrange- 
ment that is not conducive to a con- 
tinuing survey of property values so 
as to vary insurance with changing 
economic conditions. 

With a long term contractual ar- 
rangement a detailed investigation of 
the property and of insured will be 
necessary, but the higher than present 
initial outlay may be amortized over 
an extended period of time. Mr. Wil- 
liams believes that the more detailed 
investigation and the long-term na- 
ture of the contractual agreement may 
(1) uncover heretofore unknown fac- 
tors that. are potential fire hazards; 
(2) possibly eliminate these factors, 
thus effecting savings greater than the 
initially higher outlays; (3) if hazards 
cannot be eliminated, promulgate a 
more equitable rate structure in which 
the higher risk groups pay the higher 
premiums, and (4) reshape the agent’s 
function to emphasize service as op- 
posed to sales without an income re- 
duction. 

Three months seems to us too short 
a payment period for a time product 
like insurance—it multiplies insured’s 
check writing and bookkeeping chores, 


as it multiplies the paper work of the 
company and, possibly, that of the 
agency. It multiplies it two, four, 12, 
and 20 times in comparison with six 
months, annual, three year, and five 
year policies. 

Perhaps Mr. Williams’ suggestion of 
a long time residential fire policy is 
not practical—though the new con- 
tinuous homeowners contract sounds 
very much like what Mr. Williams is 
suggesting, even to the annual pay- 
ment of premium. 

As Mr. Williams points out, one 
problem in a long term arrangement 
is the turnover in dwelling properties 
due to “the American propensity to 
move.” However, he suggests that 
companies could readily transfer in- 
sured’s “equity and to do so would 
add to persistency among policyhold- 
ers. 

Mr. Williams compares the idea of a 
long term fire policy with life insur- 
ance. However, he recommends pay- 
ment of a level commission each year 
rather than, as in life insurance, pay- 
ing the bulk of the commission in the 
first year. The level commission “will 
place greater emphasis on service to 
the customer.” 

Mr. Williams comparison of his fire 
policy with life insurance is interest- 
ing. It should be pointed out that the 
dwelling owner may have several life 
policies but only one fire policy. Also, 
houses tend to outlast people. But 
whereas the breadearner measures his 
own economic value, perhaps nudged 
upward by the agent, the homeowner’s 
dwelling value is measured by the car- 
penter, plumber, electrician and con- 
tractor. They are, incidentally, very 
apt to be more accurate in measuring 
the house value than he is in meas- 
uring his economic value. 

The rise in value of a person—with 
increased earnings and with inflation— 
can be adjusted by purchasing more 
life insurance. The change in value of 
the house can be adjusted by endorse- 
ment. It would be interesting if some 
life agent were to ask prospects: If 
your house has increased 20% in value 


in 10 years, hasn’t your economic 
worth increased at least as much? 
Have you increased your life insur- 
ance by 20%? 

We think that there is quite likely 
much more of a market for long term 
policies than has been exploited. There 
might be some sales resistance to a 
“permanent” policy. The owner might 
feel he was locking himself in with 
one company. This would not be true 
of a five or 10 year policy—or with a 
perpetual policy called “continuous” as 
in the case of the homeowners. The 
assumption in Mr. Williams’ essay is 
that the perpetual policy is less sub- 
ject to competition than the annual. 
This seems likely, especially if the 
perpetual policy applied enough of a 
penalty for cancellation and provided 
enough of a “‘credit” for renewal. 

The provision by some companies of 
a no-claims bonus after one, two, or 
three years, actually resembles Mr. 
Williams’ suggestion of an equity for 
insured in the long term policy. In- 
sured gets the bonus as a discount if 
he renews with the same company. 

To make the long term policy work, 
the business would have to see that 
the insurance is adjusted to changes 
in values—for sake of insured; and it 
would have to provide for rate 
changes— for the sake of the insurer. 
—K.O.F. 





Personals 


A large number of friends and rela- 
tives of Sam T. Morrison, retired agent 
at Iowa City, helped Mr. Morrison cel- 
ebrate his 83rd birthday July 14. In 
addition to the approximately 60 vis- 
itors who called on him throughout 
the day and evening, Mr. Morrison re- 
ceived telegrams and cards from 
friends who could not attend the an- 
niversary. 


Barclay Harding, president San An- 
tonio Insurance Exchange, is in the 
hospital recovering from a heart at- 
tack. He is making satisfactory prog- 
ress. 


William A. Sullivan, former Wash. 
ington commissioner, was presented 
with a testimonial scroll at a luncheon 
held in his honor in Seattle. The pres- 
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entation was made by Alfred Rode, 
former Northwestern Mutual chair- 
man, and J. D. Fletcher, former pres- 
ident of the Seattle company. Mr. Sul- 
livan, who served for 28 years as 
commissioner, retired last year. 





Deaths 


FRANCIS E. DOUGHERTY, vice. 
president of Glens Falls, died in the 
hospital at Evanston, IIll., after a long 
illness. Mr. Dougherty had been in 
charge of the central department with 
headquarters at Chicago. He joined the 
company in 1929 and was named un- 
derwriter at Columbus, O., in 1933. 
In 1935 he was promoted to special 
agent and transferred to Syracuse, 
where he became casualty manager in 
1948. Later he was additionally placed 
in charge of the new western New 
York department. In 1957 he was 
named secretary in charge of the cen- 
tral department and in 1959 vice- 
president. 


RICHARD W. LACKMOND, vice- 
president of Molton, Allen & Williams, 
Birmingham agency, died. 


F. E. GIBSON, 66, local agent at 
Sumter, S. C., died there. 


Mrs. HORTENSE PAGE-WOOD 
BRANCH, wife of Judson B. Branch, 
president of Allstate, died at Evanston 
Hospital. 


KENNETH J. MORFORD, 63, chair- 
man of the Burwell & Morford agen- 
cy of Seattle, died. 


KENNETH C. FAWCUS, 78, who 
operated an agency at Alice, Tex., 
since 1924, died. 


ALBERT L. CECIL, 68, an exam- 
iner with supervision of the audit di- 
vision of the bureau of financial anal- 
ysis of the California department, died 
at Marin General Hospital, San Rafael. 
He had been with the department 
since 1940. 


JAMES E. DUNNE, 69, owner of the 
Dunne Press and Dunne’s Reports and 
publisher of the Insurance Index, 
died at Methodist Evangelical Hos- 
pital, Louisville. Mr. Dunne’s career in 
the insurance publishing business be- 
gan in 1911 when he joined the Insur- 
ance Field as secretary to the presi- 
dent, Champion Hitchcock. In 1920 he 
was with the National Underwriter Co. 
briefly in the east, and then moved to 
Chicago to establish the American 
Insurance Digest in partnership with 
George Wadsworth, who had been 
with the Insurance Field. Subsequently 
he sold his interest in that publica- 
tion and returned to Louisville to pur- 
chase the Insurance Index of London 
and New York. The following year, 
1931, he started Dunne’s Reports, a 
rating organization. This was the proj- 
ect that gained him the most atten- 
tion in the insurance business. 


THOMAS E. HANLON, 83, former 
general agent and manager of Em- 
ployers Liability, died in Cincinnati 
after a brief illness. A native of Bos- 
ton, he went to work in the United 
States head office of Employers Lia- 
bility there as a boy and, while in his 
early 20s, moved to Cincinnati to es- 
tablish the company in that area. He 
was outstandingly successful and de- 
veloped an agency which also repre- 
sented a number of fire companies. 
Mr. Hanlon retired in 1950 and en- 
joyed good health until a few days 
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before his death, traveling extensively 
with Mrs. Hanlon. 


FRANK L. JONES, 64, San Antonio 
agent since 1946, died. 


HARRY L. HOUSEMAN, 85, retired 
secretary of Citizens Mutual Fire of 
Marshall, Mich., and president of its 
successor, Marshall Ins. Co., for 11 
years, died. 


ROY W. ATWOOD, 82, president of 
Vandalia Mutual County Fire, died at 
his Vandalia, Ill., home. He had been 
director of the company 40 years be- 
fore becoming president in 1956. 
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Harleysville Mutual 


Starts Life Insurer 


Harleysville Life has been launched 
by Harleysville Mutual group and 
plans to begin immediately to write 
business. At an all day meeting of 
general and special agents from Penn- 
sylvania at the Harleysville, Pa., head 
office. 

Harleysville Life is a stock company 
with $300,000 capital and $600,000 
surplus. The stock is owned princi- 
pally by the other companies in the 
group. 
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There are 33,333.3 shares of Gallahue stock which is designated as class B 
and 590,379.6 shares of class A. 

The plan, according to the notice to stockholders, would facilitate the acquis- 
tion of other regional insurance companies on an exchange-of-stock basis. It 
would also enable Am. States to attract new investment capital and would 
make the shares more attractive to the public. The value of obtaining full voting 
control by the present class A stockholders is substantial, according to the 
notice. The 167,500 shares of preferred stock would not be affected. 

A. C. Allyn & Co., Chicago, is the underwriter on a proposed stock offering 
by Missouri Fidelity Life of St. Louis. An SEC registration statement has been 
filed. 

Value Line Investment Survey helped to topple the leaders, especially Frank- 
lin Life, Continental Assurance, Republic National and Aetna Life. In their 
July 24 survey, Value Line says: “This runaway boom breaks with historical 
norms for valuing life stocks, which are now selling at unheard-of multiples of 
same issue Value Line is friendly to the fire-casualty issues and favors Mary- 
land Casualty and National Fire on long-term market propects. 
projection for the stocks mentioned above well below their current levels. 
Transamerica on the other hand was rated well on market prospects. In the 
same issue Value Line is friendly to the fire-casualty issues and favors Mary- 





From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Cross currents developed in the insurance stock list last week. Several lead- 
ing issues tumbled after recent straight-line spurting. For example Franklin 
Life was off 13 points on the week. Lincoln National was down 12, Conn. Gen- 
eral 8, Continental Assurance 15. This was attributable to profit taking and to 
a cessation of institutional demand. However other issues that are still selling 
at lower earnings multiples continued to be in demand and were firm to strong- 
er. Kansas City Life added another 50 points and went out Friday at 2,125 bid. 
Travelers was up 1144 but Aetna Life was down 4. The loss in the latter may 
be due to the expectation that, in view of the Connecticut General decision, it 
may seek to acquire other companies, especially the minority stock of Aetna 
Casualty. Such a program usually weakens, during the process, the market in 
the company that is doing the buying. Insurance Company of North America 
was a very strong spot and sold Friday on the American Stock Exchange at 
100, up some 7 points, General Reinsurance added 6. Phoenix and Aetna In- 
surance each lost 4 points of their recent steep advance. Employers Group 
faded by 2% points. Mass. Protective was 4 lower. Continental Casualty was 
minus 54%. St. Paul was plus one and Fireman’s Fund minus one. Hurricane 
Anna—No. 1 of the season—was reported and this caused mild jitters. The big 
question now is whether we can get by with a moderate sum of hurricane 
losses this season. 

North American Life of Chicago continued to be a favorite and got into the 
25 range, for a gain of about 3 for the week. Old Republic Life of Chicago was 
up 2 for the week and United Insurance of the same city, which had been a 
trifle soft, was wanted again and got beyond 58. Northwestern National Life 
was being sought-and Friday was 115 bid, up 3. Wisconsin National at 42 was 
2 higher and Standard Life of Indiana at 62 was up 3. Great Southern Life 
was better at 96 bid. Life & Casualty was in demand and got up to 25% bid, 
a gain of about 2. Except for profit-taking in the leaders activity dwindled 
and the professionals ducked. 

—IIIl— 

In numerous fire-casualty companies today the investment department wears 
a halo while the underwriting department sits in ashes. Directors are com- 
mencing to lose patience with continued drains on earnings and surplus from 
insurance operations. They wonder whether, as they say of Brazil, (that it has 
a great future and will always have a great future), the day of underwriting 
gain will always be just around the corner. The mood varies from company to 
company. In some it is dark enough to cause speculation as to the advisability 
and feasibility of converting the institution into strictly an investment com- 
pany. In others directors are questioning insurance canons and conventions. 
Investment officers are becoming more influential in over-all policies. Some 
of these are aggressively-inclined and fret about the limitation on their sphere 
of judgment and action that is imposed by sorry underwriting results. They 
are under pressure to increase investment income and this at the expense of 
pursuing appreciation possibilities. 

The June 30 report of Century Shares Trust discloses that they have in- 
vested in four new situations—American National Insurance 65,000 shares, In- 
terstate Life & Accident 30,000, Manhattan Life 175, and Protective Life 7,500. 

Mass. Investors Trust Fund bought 108,000 shares of Hartford Fire and 80,- 
000 shares of Travelers. These came from the Aetna Life portfolio. Institutional 
Shares Ltd., as a new investment, acquired 5,750 shares of Travelers. 

The bid price on United Benefit Life of Omaha, which is largely owned by 
Mutual Benefit H.&A., has been moving up sharply to 975. It is understood Mu- 
tual Benefit has been adding to its holdings. Until just recently the bid price 
had been about 50. United Benefit has only 100,000 $10 par value shares out- 
standing and at Dec. 31 had net surplus of nearly $42 million and security 
valuation reserve nearly $9 million. Insurance in force was $2 billion 160 mil- 
lion. 

An offering of 150,500 new shares of Hanover Insurance at $44 was oversub- 
scribed and the stock traded thereafter at 44-4434. The net proceeds to Han- 
over amounting to $6,298,425 serve to enhance its capital funds which were 
depleted by the acquisition and subsequent cancellation of 150,500 shares of 
Mass. Bonding stock. Adjusted for’ the merger and the issuance of the new 
shares the capital now consists of 1,003,660 shares of $10 par value and the net 
surplus is $37,503,624. 

Submitted to stockholders of American States Insurance is a proposal for 
the Gallahue brothers to give up their voting control stock. They would get 
instead 5 shares of a new, one-class common. This, according to the notice, 
would diminish the liquidating value of the present non-voting stock on March 
31 by $5.52 or 17.63%, or from $31.30 to $25.78. The bid price for the stock 
lately has been 23. 


land Casualty and National Fire on long-term market propects. 





Machine Takes $1 Bills 
For Air Trip Insurance 





A new flight insurance vending ma- 
chine that can be operated by dollar 
bills as well as quarters, has been de- 
veloped by Tele-Trip Co. in coopera- 
tion with AC Automatic Services, a 
subsidiary of Automatic Canteen Co. 

Dispensing flight insurance for Mu- 
tual Benefit H.&A., at Chicago’s 
O’Hare International Airport, the 
new unit accepts one dollar bills and 
quarters in any combination. 

Irvin M. Lemon, vice-president of 
Tele-Trip, reported that field tests of 
the new machine in various airports 
disclosed that the average sale per 
customer increased substantially after 
the dollar bill feature was added. The 
handiness of accepting dollar bills 
overcomes all previous limitations im- 
posed by shortages of change. 

The machine permits the insurance 
purchaser to fill out an application, 
deposit his money, insert the policy 
into the machine—which automatic- 
ally validates the policy, retains a copy 
and removes the remainder for sealing 
and mailing. 

Built-in detection devices prevent 
operation by counterfeit money, for- 
eign currencies, and U.S. bills of high- 
er than one dollar denomination. 

Louis Wayne, vice-president in 
charge of agency operations; Charles 
M. Hansen, administrative vice-pres- 
ident, actuary and treasurer, and Jose 
Cantino, vice-president in charge of 
the credit division, all of Commerce 
Ins. of Chicago, have resigned. Mr. 
Hansen has opened an executive actu- 
arial consulting office. His address is 
3800. North Lake Shore Drive, Chicago. 


Employers Liability Names 


Assistant Superintendent 
Employers Liability has appointed 
James P. Looney assistant superin- 
tendent of the southern Ohio claim 
department. He joined the company 
in 1952 as an investigator-adjuster at 
the Connecticut office. Early in 1961 
he was transferred to the southern 
Ohio department as chief adjuster. 


Zone 4 To Meet Sept. 24 


The annual meeting of Zone 4 of 
NAIC will be conducted Sept. 24-26 
at Milwaukee, with headquarters at 
the Schroeder Hotel. General chairman 
of the event is Paul Rogan, executive 
vice-president Mortgage Guaranty Ins. 
and former Wisconsin commissioner. 
He will be assisted by Robert E. Di- 
neen, vice-president Northwestern Mu- 
tual Life, former New York superin- 
tendent, and Robert Doucette, secre- 
tary Milwaukee Auto Mutual. 

Reservations may be made through 
Sidney L. Horman, vice-president Time 
Ins., 735 North Fifth Street, Milwaukee. 
The registration fee is $15. 


Three Retire At Swiss Re 

Heinrich Jecklin, deputy manager 
and actuary of Swiss Re at the head 
office in Zurich, has retired. Miss Mar- 
garet Simon has married and left the 
company. She was in the legal depart- 
ment. Franz Jorg, superintendent in 
the life division, has retired. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 So. LaSalle St., Chicago. July 25, 1961 
Bid Asked 
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Aetna Casualty 134 138 
Aetna Fire «0.0.0.0... 120 123 
American Equitable 22 23 
American; Newark .... 31 32 
American Motorists .... 22% 24 
IIE "Sista spteancasadcininsidientisiaisiestaribiiadiie 364% 37% 
Continental Casualty «0.0.0... 101 103 
CI Gh ON eicennnn 94 98 
POI” Satie isotenssehctisenniansnnniateiesidesactianin 75 77 
Fireman’s FUN ........c.cccscccccssssecseseeee 66 68 
ee 141 145 
RROUIT  TUY Wiliinttitnnecthtimctiittaniniabatiictend 43 a4 
Great AMOTICAM  ...cccccscsccccccccescessses 56 57 
Se ee oe ee 71 73 
NO © sa icictaideinicsatasisitiscnneereieal tt 4542 
Ud 6—=#P Aa 57 58 
Ins. Co. of No. America ................ 9942 102 
sel a NO a Ole es ae erro 36 38 
Maryland Casualty «0.0.0.0... 41% 43 
en ee 134 138 
National Union .0...........ccccecesceseeeeeee 4642 48 
New Hampshire 2.00........ccccccceseeee 57 58 
SN mE hari asdis sacsssasehopacisitonias 46 4742 
CR CO crcctcsscccstecciccintecres 28% 29% 
es CIID cenciainesseresssencinsieniestie 110 113 
PT) WEIS aitiebigsethscansssebedantesniatians 234% 24% 
Hote. Comm. G8 WE. We cccceds.n 2342 25 
lee 61 63 
St. Paul F. & M. ..... 7642 78 
Springfield F. & M 37 381% 
Se ID, desisincniadaniie 140% 143 
. F. & G. 5842 «260 
v. rt Fire 35% 36% 
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Shown below are skilled drafts- 
men in our Special Diagram 
Department at Pelham—spe- 
cialists at converting rough 
sketches into accurate diagrams in varying scale. They prepare 
whatever’s desired by various brokerage firms as well as bureaus 
and associations. 


In today’s “jet age,” this Department can normally receive, 
produce and deliver as fast—and usually more economically— 
as any combination of technicians in your own back room or 
home city. 


If your firm “engineers” risks and produces diagrams in 
quantity for insureds, you should learn the details on this made- 
to-order service. Just drop us a note, outlining your typical 
id requirements. 






Head Office: 
629 5th Ave. 
Pelham, N. Y. 


New York 
Atlanta 


Chicago 
San Francisco 








Looks At Research, 


Cites Impact, Value 
In Years Ahead 


(CONTINUED FROM PAGE 19) 

uct for the year was $503.2 billion, 
compared to Nationwide’s estimate of 
$506.1 billion,—off less than .6%. This 
prediction was made in June, 1959, 
whereas most forecasts were made at 
year end, giving other forecasters sev- 
eral more months of information 
with which to work. For 1961, Nation- 
wide’s stock price forecast has been in 
the right direction, but overly cau- 
tious. It predicted that the Dow-Jones 
average would go above 700 in the 
last half of the year. It passed that 
figure in May. These forecasts are 
used as a basis for budgetary and 
planning activities within the compan- 
ies. 

Integral Part Of Process 


Market research is necessarily an 
integral part of the process of creat- 
ing successful innovations, Mr. Rennie 
noted. Its analysis of the needs and 
wants of consumers can furnish valu- 
able clues as to what types of service 
will best meet those needs. Its anal- 
ysis of distribution channels can tell 
insurers how to reach consumers with 
the new service most effectively. And 
finally, market testing research can 
reveal how well the public accepts 
the innovation. 

Insurance innovations ahead will be 
shaped by basic trends: More people 
will live longer; more people will re- 
tire sooner; more people will live in 
metropolitan areas outside of central 
cities, and these people will need sub- 
stantial current income during retire- 
ment to meet their financial obliga- 
tions. 

To meet these needs, certain major 
innovations in insurance and finance 
will emerge during the coming decade. 
As Mr. Rennie sees it, they will all 
revolve about the concept of an in- 
tegrated all lines family financial pro- 
gram, including insurance. The ll 
lines family account approach will be 
speeded by two forces, one internal, 
the other external. One factor is the 
needs of the family life cycle. 

People are becoming more and more 
conscious of the urgency of additional 
income during retirement. They are 
being forced to consider how the fi- 
nancial pieces ‘fit together over their 
lifetime. They know that the kind of 
insurance protection purchased at one 
stage may well determine their wel- 
fare at a later period in life. As the 
duration of retirement lengthens, they 
must make plans for additional de- 
ferred income earlier in their careers. 
Under these conditions, the need for 
retirement income and health protec- 
tion in old age takes on new meaning. 


Medical Costs Rise 


Even today, median family income 
of people over 65 is less than half the 
amount received by younger age 
groups. But there is no evidence that 
the need for income tapers off so rapid- 
ly. On the contrary, medical costs, for 
example, tend to rise in old age. The 
difficulty is compounded for many 
families with working wives. Whereas 
the wife works in 35% of all families 
in the 35-64 age groups, only 6.5% of 
wives in older families have employ- 
ment. 

The all lines family account ap- 
proach will also be accelerated by in- 
creased competition within the insur- 
ance business and its impact on in- 
surance distribution. The productivity 
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of the insurance agent must rise sub- 
stantially, if the business is to compete 
successfully for effective manpower. In 
tomorrow’s economy, neither the agent 
nor the company can afford to handle 
individual coverages or small policies. 
They must shoot for the whole ac- 
count, Mr. Rennie concluded. 


Transport Indemnity Appoints 
Orville E. Goodman has been ap- 
pointed account executive at Transport 
Indemnity’s Sacramento office. He has 
been with the company 14 years, hav- 
ing served as field adjuster, branch 
claims manager at both Fresno and 
San Francisco, and superintendent of 
claims. Mr. Goodman has been with 
the brokerage department since 1959. 
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SEIBELS, BRUCE & COMPANY 
PALMETTO BUILDING, COLUMBIA. SOUTH CAROLINA 
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Kvesihian & Yo. Ld. 
INSURANCE ADJUSTERS 
WINNIPEG, Manitosa, 138 PorTAGE Ave. East, TeL. WH 3-5476 
BRANDON. ManiTosa, 106- 11TH STREET, TELEPHONE PA 9-4053 
KENORA, OnTario, 114 Main ST. SOUTH, TELEPHONE HO 8-7220 
DRYDEN, ONTARIO, BOX 1552, TELEPHONE 217 

IN CANADA COVERING MANITOBA AND WESTERN ONTARIO 

ADJUSTING AND INVESTIGATING FOR COMPANIES ONLY 











RIEDER-GILLESPIE COMPANY 


INSURANCE ADJUSTERS - ALL LINES 
MIAMI (38) 9620 N. E. 2nd Ave., PL 99-6618 
FORT LAUDERDALE 325 S. E. 6th Street, JA 3-6472 
WEST PALM BEACH 125 Lakeview Ave., TE 3-3646 
MARATHON SHORES P.O. Box 3235, PH 743-5715 
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INSURAMCE ADJUSTERS 


Home Office—428 So. Main, Salt Lake City, Utah 
Day or Night offices: Ogden, Utah; Provo, Utah; 
Idaho Falls, Idaho; Pocatello, Idaho; Twin Falls, Idaho 








Spangler Adjustment 
Inspection Service 


ALL LINES 
880 E. Broad St. 12412 North 7th St. 
Columbus 5, Ohio Zanesville, Ohio 
Tel. CL 2-2322 Tel. GL 3-5379 











MORRELL P. TOTTEN & COMPANY, Inc. 


General Adjusters—All Lines 
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THE NATIONAL UNDERWRITER has 
has solicited the views of a company 
executive and of several persons out- 
side the business on the impact of 
increased advertising by insurers. 

The chairman of one of the leading 
mutuals writes: 

First of all, and perhaps the most 
important impact, is that the increased 
amount of company advertising is 
identifying the company with its pol- 
icyholders directly rather than through 
so-called independent agents. The re- 
sult is that an increasing number of 
insurance buyers will not only know 
something of the companies whose 
policies they hold but they may also 
express preferences rather than being 
interested only in the agency which 
places the insurance. A growing num- 
ber of companies are identifying their 
agents as “company” men which will 
increasingly have the effect of causing 
insurance buyers to buy a company 
policy rather than an agent’s policy. 

Second, much of the advertising is 
increasing the buyer’s knowledge of 
insurance, such as types of coverage, 
and thereby increasing the ability of 
the buyer to pick the kind of coverages 
which he wishes to have. 


Buyer’s Choice 


Third, a considerable amount of the 
advertising is describing and stressing 
services to the extent that this causes 
buyers to want these types of services. 
The result will be that the buyers will 
choose between companies on the basis 
of whether or not they want the ser- 
vices which particular companies are 
offering. Because of this, the whole 
insurance business will tend to upgrade 
its services. 

Finally, this advertising is intensi- 
fying price competition because much 
of it places great stress on this factor. 
The insurance buyer must gain the 
impression that there is genuine com- 
petition in the insurance business. 

% * * 

An associate professor of insurance 
at a leading southwestern university 
writes: 

From the public’s viewpoint, I feel 
that the advertising of the direct writ- 
ers, particularly State Farm Mutual 
and Allstate, has had a decided impact. 
Without underplaying the role of their 
agents, the advertising of these com- 
panies has played a very important 
part in their growth. Whether cor- 
rectly or not, people have a natural 
interest in prices, and the advertising 
that plays up savings has a decided 
impact. Perhaps to counter other ad- 
Vertising, these direct writers are now 
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} Executive, Edueators Eye Ads 


advertising more and more on a ser- 
vice approach—better and prompter 
claims handling—and this might be 
considered natural now that growth 
and size have been attained. 

My only question concerns the value 
of the agency companies’ advertising 
to the public. There appears to me to 
be a conflict somewhere along the line. 
On the one hand, the agents like to 
state that they are “independent” and 
are recognized for themselves and not 
because of the companies they repre- 
sent. On the other hand, the compan- 
ies all too often have advertised to the 
public on an institutional basis along 
with a “see your local agent” approach. 

My question is: Of what value is a 
full page ad in a national magazine for 
the XYZ company if the person in 
Tucson, for example, cannot find the 
XYZ company, or its agent, listed in 
the telephone directory? From what I 
gather, many agents do not want this 
type of tie-in. Yet, of what value (dol- 
lars and cents wise) is national adver- 
tising if it cannot help produce income 
to the company? It is my understand- 
ing that this is the purpose of adver- 
tising. For the dollars spent on na- 
tional advertising, a lot more value 
could be obtained by local advertising 
tied in with the source from which 
this product can be purchased. This is 
being done on a small scale by some 
companies. 

The other aspect of the impact of 
advertising is that done by the agents, 
either alone or through an association. 
This, to my way of thinking, has had a 
decided impact on the business. How- 
ever, I am not necessarily in agree- 
ment in the methods employed. This 
advertising method provides the public 
with a means of identifying the agent 
for what he is and does and, if pro- 
perly carried through, can be very ef- 
fective. 

I believe it is an acknowledged fact 
that, with the exception of direct 
writers, most people do not know with 
what company they are insured. Prac- 
tically all insured know the agent, 
either by name or personally. From 
talking with people outside the busi- 
ness and with my students, I find 
that the “Big I” advertising has had a 
tremendous impact on the _ public. 
What I don’t like about it is the dis- 
paragement of competitors that takes 
place in some of the advertisements, 
particularly where these competitors 
are identifiable. 

To sum up my thoughts, I feel that 
the impact of agency company adver- 
tising on a national scale, with some 
obvious exceptions, has had little im- 


pact on the business. However, the 
impact is definitely present from the 
advertising done by the agents or their 
association. 

* cs 


An associate professor: of a west 
coast university confines his observa- 
tions to the Big I program: 

Unfortunately, I have had no op- 
portunity to judge the impact of this 
campaign either on members of the 
general public or on the insurance 
business itself. Naturally, I am in 
favor of any campaign which will 
bring to the attention of the public the 
true nature of the current distribution 
system which has become character- 
ized by the independent agent. Before 
any intelligent comment could be 
made, some sort of a survey should be 
carried out on a scientific basis. Atti- 
tudes must have been measured be- 
fore the campaign and subsequently 
measured after the campaign to de- 
termine if changes have occurred. 


My personal reaction is that the ads 
in general have been well done. My 
only comment is that it disturbs me a 
little to see the theme that an inde- 
pendent agent is necessary before an 
insured can obtain the rights that are 
his under his contract, e.g., that some- 
how insured needs some special inter- 
mediary in order to receive the bene- 
fits of his policy. I think this is an 
implication of some of the advertising 
I have seen. I think that some of the 
advertising has been a little remiss in 
not giving a strong list of reasons 
which would outline the advantages 
of dealing with an independent agent. 
The reasons that have been given are 
fairly abbreviated and have not been 
spelled out in sufficient detail to give 
insured the true picture. 
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Powell Joins Atlanta 
Personnel Service 


James Pair Personnel Service of 
Atlanta has appointed E. B. Powell 
head of the insurance department. Mr. 
Powell has been in the insurance in- 
vestigating and reporting business in 
the southeast since 1926, having worked 
with Retail Credit Co. in Georgia, Ala- 
bama, Louisiana and Arkansas. For 
more than 20 years he has been in the 
Atlanta area, and was last with 
O’Hanlon Reports as district supervis- 
or for eight southeastern states. 


Seeks Probe Ot State Fund 


New York State Assn. of Insurance 
Agents is continuing its drive to get 
support of employer and trade asso- 
ciations in the state for a legislative 
study of State Fund. The association 
contends that the fund, a creation of 
the state, is an aggressive and “unfair” 
competitor since it pays no federal or 
state income taxes and no property 
taxes. Also, the agents charge, it is 
not subject to regulation of any kind 
and is able to set its rates high or low 
as it sees fit, rather than on the basis 
of actuarial experience as is required 
of private insurers. 


Expands Va. Office 


Celina Mutual group has opened 
complete underwriting facilities for 
Virginia agents in the Virginia branch 
office at 9800 Virginia Beach Boule- 
vard, Richmond. David L. Granger, 
Virginia underwriting manager, after 
10 years in the home office, will sup- 
ervise underwriting operations. A 
branch claim office was opened a year 
ago by Christopher Culver. 
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Licensed Prominent 
American Stock 
Insurance Companies 


P. O. BOX 659 e 228-1346-7 e BURLINGTON, N. C. 











established in New York in 1850 


INTERMEDIARIES EXCLUSIVELY 
FIRE e CASUALTY 


| STUYVESANT 


INSURANCE COMPANY 


EXECUTIVE OFFICES 
41105 HAMILTON STREET, ALLENTOWN, PA. 


? 








RESOURCEFUL 


We in General Re are RESOURCEFUL, too, in adapting our reinsurance 


services to meet the changing needs of each client. GENERAL 
REINSURANCE 
CORPORATION 


Largest American Market Dealing Exclusively In Reinsurance ~ All Fire, Casualty, Accident and Sickness, Bonding and Marine Lines 


Midwestern Dept.: 101 WEST ELEVENTH STREET, KANSAS CITY 5, MISSOURI 
Pacific Dept.: 610 SO. HARVARD BOULEVARD, LOS ANGELES 5, CALIFORNIA 
Chief Agent for Canada: 360 ST. JAMES STREET WEST, MONTREAL 1, QUEBEC 


Home Office: GENERAL REINSURANCE BLDG. 
400 PARK AVENUE, NEW YORK 22, N. Y. 
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